








Best Selling Shoe Scores 


If the merchant has a daily acquaint- 
ance with the shoes on the shelf, he can 
tell his needs from the number of holes 
he finds in the racks. He can tell the 
movement of goods best by this optical 


test. 
ca * * 


Now is the time for the in-stock de- 
partment to come to bat. Every one 
of the holes must be filled post-haste in 
the right size and width, and no back 
orders. You can pinch-hit once in a while 
with a substitute, but the best scores 
are turned in by the houses that have 
nine good playing numbers instead of 
sixty-nine bench-warmers. What this 
country needs is more concentrated in- 
stock lines and less pretty catalog pic- 
tures. We give the complete in-stock 
scores in this issue. 


* * * 


Good window displays are vitally 
important factors in selling, especially 
in these days when the public is “shop- 
ping around” for shoe values. Next 
week’s issue of the RECORDER contains 
a score of fresh ideas to make your 
windows more attractive and appealing 
in Spring. The successful shoe mer- 
chant is the one who does a selling job 
through his windows. 
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MR. MYERS 


President of Myers Bros., 
Springfield, Ill., one of the 
largest retail establishments 
in the state, says: 


“We feature Freeman Shoes because 
our customers like them and come 
back for more. Nowadays, men de- 
mand fine style, good leathers, perfect 
comfort and long wear at a reason- 
able price. Freeman Shoes fill the 
bill completely! They are outstanding 
values in every way and our cus- 
tomers know it. We are proud to sell 
them!” 

(Signed) Albert Myers 

2 & 


Today, the public is demanding greater 
value for its money. A long list of 
America’s leading shoe merchants 
know that Freeman Shoes meet that 
demand. It pays to tie up with a 
fast moving line . . . Have you a copy 
of our Spring and Summer catalog? 


Sizes 5 to 14 — AAA to EEE 
FREEMAN SHOE Corp., Beloit, Wis. 


FREEMAN 


Shoes tor Men 
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The VOICE of the TRADE 


Massachusetts reports 
an increase of 4.8 per cent in the 
number of people employed in the 
manufacturing industries of the 
‘State. The increase is estimated 
by Edwin S. Smith, Commissioner 
of Labor and Industries, as being 
better than a seasonal bulge. Four 
industries—boots and shoes, cctton 
goods, dyeing and finishing textiles 
and woolen and worsted goods 
show an increase in working force 
of 7536 people with an added pay- 
roll of $190,841. 





; Moorehead, Jr., 
took a trip to the West Indies and 
returned appreciative of the fact 
that every one in the United States 
was wearing shoes—for he found 
most of the West Indian natives 
without shoes or stockings. As a 
shoe man he couldn’t resist visiting 
shoe stores and writes: 

“T found the. Boor AND SHOE 
RECORDER in every large city so 
I couldn’t tell them anything be- 
cause they knew it already through 
the Recorper. In fact, they rec- 
ognized me from the story that was 
told about Quincy. 

“T was much interested in read- 
ing the John Mahn’s story for, be- 
lieve it or not, it sounds like my 
store. I suppose that holds true of 
every merchant who reads it and 
it proved to me the policy of estab- 
lishirig your bottom price and hold- 
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ing to it as right for an industry 
that combines good values and 
good service. We have arrived at 
a base and should go no further 
down.” * * x* 


F. J. Markowitz 
of Schwartz’s Arch Health Shoe 
Shop of Reading, Pa., expresses 
his thanks for the idea of the 
“Lucky Lady Contest” which first 
appeared in the Recorprr. He 
writes : 

“We started a contest of this 
kind and in twenty-eight days re- 
ceived 204 letters entering the con- 
test. We followed up our cam- 


paign with a sales letter and every 
contestant who was nct a winner, 
received a 10 per cent -liscount on 
any purchase made at the store. 
We thank you for the idea.” 

° * * ok 





Fred Seymour, 


advertising manager of the Peters 
Shoe Co. of St. Louis has just is- 
sued a booklet containing a bag of 
tricks which every child can per- 
form. The book contains a flock 
of parlor tricks that every little 
lad can use to make him “the life 
of the party.” The title of the 
book is “Weather Bird’—fun for 
everyone in its sixty-six pages. 
Grown-ups have, in most instances, 
taken possession of the book be- 
cause the hand is quicker than the 
eye of their off-spring. 
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The Moulton-Bartley 
Company of St. Louis, in cooper- 
ation with the Du Pont Company 
of Wilmington, Del., has de- 
veloped a fabric of woven cello- 
phane especially adapted to wom- 
en’s shoes. The spinning of the 
thread made of cellophane is an in- 
genious accomplishment. 
In the first testing of the shoes, 
hundreds were scattered through 
the United States. These shoes 


HE'S THE FELLO’ 
WHO TRIES = ‘a 
THE SHOE 





were worn continuously for sixty 
days—an actual record being made 
on each pair. Temperatures of 
zero to 85 degrees, rain, slush, 
snow, mud and dust all were en- 


countered. 
xk * x 


Creding up to 20c. 
the F. W. Woolworth Co. reports 
through H. T. Parson, president, 
that the new selling price accounts 
for 30 per cent of the sales in the 
stores in which the new goods have 
been shown. 

+ **% 


Natural Bridge 


Shoemakers radiogram their sales- 
men: 

“Now that Easter is off our 
minds, let’s turn our attention to 
‘Foot Health Week’—April 18th 
to 23rd. During this week shoe 
dealers all over the country will 
feature their shoes from the stand- 
point of foot comfort and health. 














































We will mention this event in our 
magazine advertising and we have 
prepared special newspaper mats 
for our dealers. 

“Show your dealer the value to 
him of cooperation in Foot Health 
Week—with displays in his win- 
dow and advertisements in his local 
papers and by mail.” 


* * * 








F rank H. Curry, 


representing the National Boot and 
Shoe Manufacturers Association 
and the Shoe Manufacturers Board 
of Trade in New York, took part 
in the conference of manufactur- 
ers’ representatives—held in Wash- 
ington to discuss the Federal fis- 
cal situation. He reports: 

“It is the sense of this confer- 
ence that: 

“1. It is essential to the main- 
tenance of unimpaired national 
credit, that our Federal budget be 
balanced by the fiscal year 1933. 

“2. That private business, seek- 
ing indispensable credit, must not 
be forced to meet the competition 
of the United States Government 
borrowing to meet deficits or ap- 
propriations for enlarged expendi- 
tures. 

“3. The first step in the balancing 
of the budget should be a further 
and drastic reduction in all Federal 
expenditures and steady resistance 
to new appropriations. 

“4. We believe the prompt adop- 
tion of a sound tax policy by Con- 
gress is vitally necessary to any 
further practical progress in the 
recovery of business and the en- 
largement of employment.” 


* * * 


‘Pine Sun Telegraph 


of Pittsburgh, Pa., also deserves 
the thanks and appreciation of the 
shoe industry for devoting two 
full pages, beautifully illustrated, 
to Shoe Style Week. 

The one page—“Tiptoe Through 
the Tulips”—heralds Spring once 
again. The page: “Toe the Mark” 





SKELETON IN THE CLOSET 


—There’s an old saying that every closet 
has its skeleton. 

—And that’s truer today than ever before. 

—If we could have before us a composite 
picture of all the closets in this country 
we'd be surprised at the bony skeletons 
a’hanging there. 

—Closets everywhere need replenishing— 
new clothes, new hats, new shoes, new 
everything. 

—And when the buying orgy starts—oh 
boy! 

—Mother Hubbard’s closet isn’t in it with 
our National closet today. 


President 








tells that: “It being Springtime 
and everyone needing new shoes 
(despite the diminishing size of 
purses), the shoe merchants of this 
city put their heads together and 
decided to bring forth the newest 
in smart Spring shoes at prices 
which are well in keeping with 
the times.” 
Thanks, Pittsburgh, 

trade creative advertising. 


* * * 
Will wonders 


never cease? A New Jersey shoe 
store is advertising “Brand new 
shoes—$2.95 to $4.95—all hand- 
turned and hand-lasted of high 
grade welts.” 

There’s a chance for an inventor 
to give up shoemaking that com- 
bines the good features of welts, 
turns and cemented—all in the 
same shoe. 


for this 


* * * 
; Bata, 
the celebrated shoemaker of 


Czechoslovakia has lately com- 
pleted an air journey of 20,000 
miles, one of tthe longest ever 
undertaken by a shoemaker for 
the purpose of increasing his sales 
of shoes. He flew from Zlin to 
Batavia, in Java and on the way 
stopped at many places, including 
Tunis, Tripoli, Cairo, Teheran, 
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Calcutta, Bangkok and Singapore. 
Where is the American manu- 

facturer who has stepped out of 

this country with seven league 

boots in search of export trade? 

. + <6 


Miss Ethyl Marshall, 


fashion director of Burdine’s, 
Miami, summarizes the Florida re- 
sort season by saying that the san- 
dal influence is present in footwear 
from morning to evening weur. 
White is the feature color. She 
notes, in strong position, white kid 
trimmed in bright colors—particu- 
larly blue and red; and a limited 
acceptance of fabric shoes. 
* * x 


hialian shoemakers . 
will not be permitted to put any- 
thing into shoes that is a substi- 
tute for leather. The Court of Ap- 
peals in Rome upheld the sentence 
imposed on a shoemaker putting on 
cardboard soles. 


* * 





Mahion N. Haines, 


owner and operator of the chain 
of some 50 shoe stores which bear 
his name, recently donated 20 
steers to the local citadel of the 
Salvation Army, for its poor re- 
lief work. The steers were pur- 
chased in the Lancaster livestock 
markets and quartered at the 
Haines estate, near York. They 
were killed and butchered one at 
a time, to provide meat for the 
baskets of provisions distributed 


by the army. 
--* 


Goeorge W. Johnson, 


president of Endicott Johnson Cor- 
poration has literally been swamped 
by requests for shoes for the un- 
employed relief. In a letter to the 
Shoe Merchants Council of New 
York, he reports the activities of 
the Endicott Johnson Corporation 
as follows: 

“This company has taken more 
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than ordinary interest in the situa- 
tion of unemployment and its af- 
termath. In addition to supporting 
liberally our Humane Society, we 
are giving shoes very freely local- 
ly. We are giving four thousand 
meals a day without cost and with- 
out questions to Broome County 
hungry people. This we started 
early in November. 

“With approximately 15,000 on 
our payroll, we have easily 20 per 
cent more workers than have been 
needed all winter. Nevertheless, no 
one is being dismissed. We divide 
the work we have with the men we 
have. We believe it is in the in- 
terest of humanity.” 





Ms. Charles H. Pinkham, 


Jr., has undertaken to put the 
world on wheels, insofar as her 
own home city of Lynn is con- 
cerned, and she’s the daughter of 
a noted Lynn shoemaker (P. J. 
Harney) and a member, by mar- 
riage, of a family that advertises 
L. P. around the world. Each 
morning Mrs. Pinkham leads her 
“Rolerettes,” friends, all on roller 
skates, to Lynn’s Shoe Drive—a 
beautiful boulevard by the sea, and 
there she puts them through their 
paces. 

If the fad continues, you will 
see shoppers going from store to 
store on roller skates and shoe- 
makers traveling to and from the 
factory on like wheels. Mrs. Pink- 
ham wears ghillie oxfords, low 
heels, when she skates. 

Do any of the elders recollect 
that roller skates were invented by 
Lyman R. Blake, the genius who 
brought forth the McKay sole sew- 
ing machine which revolutionized 
the shoe manufacturing industry ? 
That was 70 years and more ago. 
Blake waived his claim to this in- 
vention to another genius, who, 
strange to relate, filed his applica- 
tion for his device for putting the 
world on wheels the very same day 
that Blake filed his papers. 
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L. H. Pollock, 


Pollock’s, Inc., with headquarters 
at Asheville, N. C., opened a new 
store in Raleigh 18 days before 
Easter. 

He reports a lively business at 
retail—“for it seems that the pub- 
lic appreciates new things—some- 
thing that has a little life to it, es- 
pecially at this time when people 
have been depressed. The new 
store, with new merchandise, cheers 
them up and they don’t mind get- 
ting out old dollars that have been 
in hiding. I believe that you can 
coax people into spending with the 
right shoes, the right service and 
a new fresh store. This is the 
twenty-second year that I have 
been selling shoes in the southern 
states and I have such faith in the 
business that I have opened a new 
store and hope to put in more in 
the states of North and South Car- 
olina, Tennessee and Virginia.” 


* * 


Fred B. Kohler, 


president of the Retail Shoe Deal- 
ers Association of Louisville, Ky., 
reports the completion of a drive 
for the collection of old shoes by 
the retail shoe merchants of Louis- 
ville. The shoes were distributed 
through one of the charitable or- 
ganizations and the results were 
very commendable—first in relief 
and second in cleaning out hoard- 
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ed shoes—thereby making a mar- 
ket for new shoes this springtime. 
o:. Bes 


Ghillie laces, 


with tassels on the ends of them 
in reds, blues, greens and browns, 
as well as whites and blacks, have 
appeared in Boston stores, pre- 
sumably with the thought that the 
smart young Bostonettes will wear 
white ghillies and fasten them to 
their ankles with laces of a color 
to match their frocks. 


* * * 


a “The March King” 


knew his shoes as well as his steps 
and he was active on his feet for 
all the long years of his life, num- 
bering 78. He had 275 pairs of 
shoes in his wardrobe, including 
those for every day service, and 
those which he collected on his 
travels. He had to be sure of com- 
fortable shoes on his feet. Sousa 
was very particular about details. 
When he had to lead the band for 
an occasion of pomp and ceremony, 
like the inauguration of a presi- 
dent, he measured the distance the 
president would have to walk, and 
from the figures, to the detail of 
an inch, he computed the number 
of beats of the drum that would 
have to be made, the drum beat 
furnishing the time for the band, 
as well as for the presidential steps. 







The 50 yd. dash for the beautiful customer! 














































































WHAT THE SHOE STORE IS 






THINKING ABOUT 


No. 3 of a Series 


F ear will change the best policy 
in the world. John Mahn, in the Composite Shoe 
Store, was reluctant to change his old policy of 
carrying a large stock of shoes, with plenty of sizes 
in the selling center. But he is now under a new pres- 
sure—he is not able to get money from the bank to 
pay for a big stock at discount date. He finds that 
his capital must be made more active. 

Now when he looks at a shoe carton on the shelves, 
he thinks in terms of $6.00 of his own money that 
doesn’t seem to be moving toward the customer. The 
outlay in cash was $6.00, but the shoe as it sits on 
the shelf represents $9.50 of cost and he cannot profit 
50c. worth until the customer pays $10.00 for a shoe. 
He decided, because of financial pressure, to run his 
business as close to a minimum stock as possible in 
view of the conditions of the times. He knows that 
he won’t be able to maintain that minimum but to 
make sure that he doesn’t overbuy, he pulls out six 
of the stock racks—leaving bare 
walls in their place. He reasons that 
if there is no place for the shoes, 


i Fa 


they won’t be carried. And he wants to make certain. 

So now we find him, positive in his determina- 
tion to do more business on less stock. He finds 
that the Composite Shoe Store is forced to oper- 
ate on less “bank” money and more of his own 


(though frozen) money. Much of this frozen money 
is directly traceable to the condition of the stock on 


















his shelves, a condition forced on the store 
by necessary changing of the lines. This 
necessity of adding new lines in a season as 
was done in his women’s shoes, is reflected 
in the dollars and pairs of discontinued shoes 
on his shelves. A condition that requires 
drastic intense action. 

New shoes in the windows and on the 
shelves with prices and styles the boys find 
easy to sell, means that John faces a real job 
in selling last season’s lines, even though the 
lines have been very fairly repriced. Some 
way it seems when trade is slow, customers 
are much harder to please. They are more 
finicky, while those on the fitting stool are less 
inclined to fully explain all the good points 
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John Mahn, shoe merchant, faces the necessity of 
doing more business on less money. “Bank money” is 
not available and some of his own capital is “frozen.” 
At the same time he finds it desirable to add new 
lines in a season to meet the demand for greater 
values at lower prices. Here is a situation that calls 
for drastic action. How the proprietor of the Com- 
posite Shoe Store meets the test of management is 
told in this week’s installment of the RECORDER 
serial story, based on the 
survey which the Editor 
and Field Editor made to 
learn how the shoe store 
is reacting to the present 
economic situation. 


That is why John is spending 
A word dropped 


of the short lines. 
so much more time on the floor. 
here and there while John is seated alongside of 
a hard customer has eased many a difficult buying 
situation into one where the customer finally says 


“I didn’t see it that way before. I will take them.” 

Previous to the fall of 1929, one could take chances 
in buying, that is a reasonable amount of style or 
color gambling might be indulged in without endan- 
gering the buying budget to any great extent. The 
Composite Store had always been known as a shop 
where many interesting novelties might be picked up 
by those of the town’s smarter dressers. Buying, 
selling, and promoting these fast moving tricky shoes 
had always been one of the joys John had found in 
his well-liked business.’ In a way the problems en- 
countered playing these dynamic styles were much 
the same and as much to his liking as when he and 
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his buddies matched wits in a not too serious poker, 
bridge or pinochle session. 

Necessity forced a new reasoning. The “take-a- 
chance” shoes must be pared down to a minimum and 
at that only fairly safe novelties. Taking a “shot at the 
moon” was too dangerous in the present set-up. Not 
that his ability as a style picker had lessened, but the 
number of hot styles that his trading community 
could safely assimilate had materially les- 
sened. 

A new stock line-up resulted. Not only 
new prices and fewer prices, but fewer pat- 
terns. Whereas in the old set-up, most of 
the goods were made to order, it was a reve- 
lation to all in the store the consistent ser- 
vice and quality of goods coming from the instock 
departments of some of the recently added sources 
of supply. 

Take the men’s department for illustration. The 
old line-up that the inventory showed was on this 
order : 


800 pairs in the grades from $10.00 and up, 
600 pairs in the $5.00 to $7.00 prices, 
400 pairs of golf and high shoes. 


Total: 1,800 pairs 


During the past four months, the men’s department 
has been the sweetheart of the store in both net profits 
and honest-to-goodness gains in sales. This is in 
the face of the drastic change now in operation. The 
April 1st inventory sheet summary tells the story of 
how the stock was cut in half, yet the sales increased: 

300 pairs at $8.00, the top, 


500 pairs at $5.00 and $6.00, 
100 pairs of golf, the high shoes being discontinued. 


Total: 900 pairs 


Four months of operation under this regime has 
definitely proved that there was no need of carrying 
20 styles in one particular line, as no sales were lost 
when only 12 styles were stocked. Some business was 
done in times gone by on the 8 shoes eliminated, but 
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The backbone of the men’s 
business, on the four types 
of shoes illustrated on this 
page, all of them in black 
and two of them in brown, it 
is estimated that the aver- 
age men’s shoe store any- 











4. Here is the lighter 
weight shoe, popular 


1. A_ semi - square 
Greque type, having 
a fairly roundtoe. A 
staple in both black 
and brown calf. 
Often made with a 
cork box and rubber 
heels. 


2. This is a full 
English last,-a dress- 
ier shoe, with a hard 
box and a medium 
weight sole. Many 
men favor this style, 
which combines style 
and comfort. 


3. A_ straight last 
that is good almost 
everywhere in both 
black and brown 
calf. There is plenty 
of snap in this 
square toe number, 
which is also a good 
tter. 


A background of 19 years 
as shoe buyer in one Fifth 
Avenue department store 
eminently fits Murray 
Schott, who is interviewed 
in this article, to discuss 
merchandising and turnover 
problems. It is interesting 
to note that the store with 




















where should be able to do 
65 per cent or more of its 
business. 


in nearly all cities. 

Favored in black calf 

generally, but often 
in black kid. 


which he is now connected, 
while only two years old, has 
doubled its volume. 


Md 
l want the same shoes—the 
same last—the same size—the same width.” The 
men’s shoe store with a goodly number of customers 
who buy shoes that way may well count itself fortu- 
nate in these days. 

“In a store such as ours,” says Murray Schott, man- 
ager of the Julius Grossman store in Fifth Avenue, 
New York, “the customer who makes this request is 
nearly always completely satisfied. This marks the 
real difference between merchandising shoes in a store 
of our kind and in a department store. Incidentally 
this is what makes merchandising shoes much easier 
and much more pleasant. And it makes it possible for 
us to build a following that we can call truthfully 
our own. 

“The reason why this store is perhaps better able 
than many others to please the customer who wants 
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‘the same shoe’ is because of the vast range of sizes 
and widths we carry and the unvarying construction 
of our shoes over exclusive lasts. This makes it pos- 
sible for us really to supply ‘the same shoe.’ 

“In many stores, and especially department stores, 
shoes may be bought one time from one manufac- 
turer and another time from another. The range of 
sizes and widths cannot possibly be carried and there 
are bound to be variations in shoes from the time a 
man buys one pair until the time he comes back for 
‘the same shoe.’ But does he get the same shoe? In 
the Julius Grossman Store he does. 

“A customer who wants the same shoe—WANTS 
THE SAME SHOE. It is usually the same in pat- 
tern as well as in size and width. Sometimes such 
customers want a change in pattern but they have 
come to know that in this store it is ‘the same shoe,’ 
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SURE FIRE REPEATERS > 





By Concentrating on Types of Shoes that Men 
Buy Again and Again, Merchants Can Build a 
Business That Resists Dull Periods and Depression 


even though the pattern may be changed. It is the 
same in fit and comfort as the previous pair—that they 
have learned to expect and know they will receive. 

“It might sound like a paradox, but it’s true, never- 
theless, that the most particular customer is the one 
we find easiest to please. In other words, if the per- 
son who has bought our shoes is so very, very particu- 
lar about getting ‘that same shoe because it gave me 
so much comfort’ then we know we have an easy sale. 
For all we have to do is to get him the same size, the 
same last and the same pattern if he so prefers it. We 
are sure that we have the size and width in the house. 
And we know the same last will be on hand. And we 
know also that that last does not vary—it is the same 
all the time. Of course this customer is easy for us 
where, he might be a very tough customer for any 
other Store to please. 

“Another store might be out of that size or width. 
It might have discontinued that last. Or it might 
have substituted another last, which, of course, can 


5. The custom last 


which is increasing *% a 


in sales all over the 


country. Leather 
boxes and leather 
heels are _ specified 


more often. 


6. Wing tip pattern 
in both black and 
brown calf. A sturdy 
dependable shoe that 
makes a good extra 
pair 


One of the difficult problems facing the shoe store 
at the present time arises from the tendency for 
the shoe business to become a transient proposition. 
The number of stores that “own their trade,” in the 
sense of having a large clientele of steady cus- 
tomers, is becoming fewer and fewer. While this 
is less true of the men’s shoe business than of the 
women’s, it nevertheless presents a grave problem. 
For this reason the successful experience of a men’s 
shoe store in building a “repeat” business, as told 
in this article, provides material for careful consid- 
eration by every men’s shoe merchant. 
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never be just the same to a man who has experienced 
foot-happiness in a shoe and knows that the only hope 
of continuing that way is to obtain ‘the same shoe.’ 
Nothing else will do. Every slight variation means 
trouble. And the customer knows it. Some lines of 
men’s shoes are regularly stocked from 5 to 13 in AA 
to H widths and are carried in calf and kid, black and 
tan, high and low shoes. 

“And that, in a measure, is why a store like this, 
once it builds a large following, can call that follow- 
ing ‘its own.’ That’s what makes retailing shoes in a 
store like this a pleasure. That’s why every pair fitted 
properly (and our fitting staff is known for its fine 
work) acts as a magnet to bring them back again, and 
in many cases with friends. That’s why every cus- 
tomer—every person who gets foot comfort, fit and 
wear out of these shoes, is a walking delegate spread- 
ing the gospel of good shoes to the length and 
breadth of the land. 

“And that’s what helps makes shoes of this kind 
‘depression proof.’ It is a fact that during the 
very depressing times through which business 
is going, ours has gone far ahead. Ours is 

[TURN TO PAGE 42, PLEASE] 
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Four of the smart, youthful steppers who appear on the program at the Guarantee Shoe Company’s radio birth- 
day party in San Antonio, Texas. A popular number with the youngsters. 


Radio Party Clicks with Kiddies 


How the Guarantee Shoe Company of San 
Antonio Makes the Most of Children’s Broadcast 


in win the interest and affection 
of the children of San Antonio, Tex:, and then to 
capitalize it for the Kiddies Shoe Shop of the Guar- 
antee Shoe Company are the objectives of the man- 
agement in staging an elaborately planned radio 
birthday party each month in this store. 

“We have discovered nothing quite so effective in 
holding children’s interest and directing their atten- 
tion to our store as our radio program in which we 
have injected the birthday party idea,” said R. M. 
French, manager of the children’s shoe department. 

“In planning the birthday party we secured from 
the children’s section of the public library approxi- 
mately 3000 names of children under 12 years of 
age. After carefully going over the lists for dupli- 
action, we sent to the revised group a post-card with 
a return post-card attached. 

“The opening sentence of the announcement read: 
‘Have you ever heard your name announced over the 
radio? Well, here is your chance.’ The message 
contained a request to fill in the following informa- 
tion. The name of the child, address, date of birth 
and parents’ names. These data were transferred to 
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a card, filed under the months and days of the year. 

“The days upon which we were to broadcast our 
party were discussed. We finally selected Mondays 
and Fridays as the best possible times, which would 
attract the greatest possible number of children lis- 
teners. The time chosen for the broadcast on these 
days was fifteen minutes, from seven to seven-fifteen 
in the evening. We believed in a majority of in- 
stances this would follow the dinner period when 
children were free to listen and before they had to 
go to bed. 


The type of program presentation 
is the nucleus of the success or failure of a children’s 
broadcast. In our case we developed a story of the 
adventure variety, featuring two colored characters, 
named Sugarfoot and Bud. In the program enters 
humor, thrills, adventure into mythical lands—but 
never do we introduce any horror which may give 
a child frightening dreams. 

“We are convinced that our type of program has 
won the admiration of children. We have received 
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letters from parents occasionally, requesting that we 
change the time as they find it impossible for their 
children to remain away from the radio when we are 
on the air which, unfortunately in some cases, inter- 
feres with dinner hour. 


dd T : 

he most important feature 
of the program is the Radio Birthday Party. From 
the original list compiled, we announce the names of 
the children having birthdays during the month. The 
Monday broadcast ‘includes birthdays for the first 
part of the week, the Friday program the names of 
those having birthdays the latter part of the week. 

“In the announcement there are usually about 40 
names. Following the announcement of the chil- 
dren’s names, further requests are made for those 
children who do not belong to the Guarantee Kiddies 
Club. The children not registered are asked to send 
in their names and addresses together with the date 
of their birthdays. We receive on an average about 
ten names each day. 

“Each child whose name is read over the air must 
come to the store and get his or her ticket. This 
brings the parent and child in direct contact with the 
store. The birthday party is held the last Friday of 
each month from 6 to 7 p. m. A stage is built at 
the rear of the store with the seating arrangement 
utilizing the entire side of the women’s section. 





“We have observed new faces in 
the store, parents of the children who accompanied 
them to get their birthday tickets. Ice cream and 
cake are served to each child, and three attendance 
prizes are distributed at each party. The talent used 
for entertainment are the two characters in our air 
program and some juvenile entertainers from one of 
the local dancing schools. 

“There are in attendance at each party between 
140 and 160 children. They leave the affair after 
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the party with a definite impression of our store and 
their enthusiasm is responsible for telling every one 
of their little friends of the event, which, of course, 
builds good-will and prestige for us. 

“The cost for the entire party, including the time 
on the air, is exceedingly small and, for keeping con- 
stant interest in our children’s department, it has 
proved more resultful than newspaper advertising. 

“This statement does not apply to a sale where we 
want to clean up certain merchandise. When faced 
with this problem we use the newspapers. 

“The radio program has not alone been successful 
for accomplishing a definite purpose. but it has been 

[TURN TO PAGE 65, PLEASE] 






















































An enthusiastic gang. 
Concrete evidence of the 
interest created by Guar- 
antee Shoe Company’s 
radio party among the 
juvenile population of San 
Antonio. A shoe store that 
has succeeded in building 
friendships among the 
younger generation has 
gone a long way toward 
winning customers among 
the parents. 
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Unbridled Competition Must Cease 


| an in the minds 
of thinking men is the subject of competition, which 
has reached a point of such bitterness that there is 
doubt as to whether there will be any profit for any 
business this bitter year. The utterance by Justice 
Louis D. Brandeis of the Supreme Court of the 
United States, last week, was most timely. He said: 
“Many persons think that one of the major contribut- 
ing causes for existing conditions has been unbridled 
competition.” 

We wrote to the Clerk of the Supreme Court for 
the complete opinion and find this paragraph as the 
keynote of his opinion: 

“Increasingly, doubt is expressed whether is it 
economically wise, or morally right, that men should 
be permitted to add to the producing facilities of an 
industry which is already suffering from over-capacity. 
In justification of that doubt, men point to the ex- 
cess-capacity of our productive facilities resulting 
from their vast expansion without corresponding in- 
crease in the consumptive capacity of the people. They 
assert that through improved methods of manufac- 
ture, made possible by advances in science and inven- 
tion and vast accumulation of capital, our industries 
had become capable of producing from 30 to 100 per 
cent more than was consumed even in days of vaunted 
prosperity ; and that the present capacity will, for a 
long time, exceed the needs of business. All agree 
that irregularity in employment—the greatest of our 
evils—cannot be overcome unless production and con- 
sumption are more nearly balanced. Many insist there 
must be some form of economic control. There are 
plans for proration. There are many proposals for 
stabilization. And some thoughtful men of wide bus- 
iness experience insist that all projects for stabiliza- 
tion and proration must prove futile unless, in some 
way, the equivalent of the certificate of public con- 
venience and necessity is made a prerequisite to em- 
barking new capital in an industry in which the 
capacity already exceed the production schedules.” 
The above paragraph states a case; but there will 
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be many difficulties in the road for any such solution. 
The inalienable rights of the individual and the basic 
principle of states’ rights are still to be considered. 
But it is well to have had high opinion on the subject 
of “unbridled competition” expressed so clearly at 
this time. 

Thinking down the retailer’s path we believe that a 
partial solution of some of the problems of competition 
is possible on a small scale by merchants in town get- 
ting together and setting up some sort of standards 
of service. May we ask you to again read page 16 of 
the issue of March 26 of the Boor AND SHOE ReE- 
corDER. This page has been accepted by a number of 
local associations as the basis for the “new competi- 
tion” which is a trifle more friendly. We can state 
the case best by this little story: 


Take four brothers. Let each 
open a shoe store on the four corners of two inter- 
secting streets. Give them equal floor space; equal 
window display ; and let them cater to the trade. How 
long would it be before these stores begin to differ one 
from another? Not much more than a minute! 
Henry’s store would take on the character of Henry. 
Bill’s store would look like Bill. Pete’s store like 
Pete and George’s store like George. These four 
stores would speedily constitute a shoe marketing 
center. 


Now, if they could remember that they were 
brothers as well as competitors, everything would 
be O.K. They would fight fair. They would adver- 
tise on the square and would endeavor to make 
each for himself a profit—and tolerate the other 
three making a profit. Above all, they would not 
spread harmful rumors about a competitor’s prices, 
principles, or personal standing. 

In a way, a single industry such as shoes can de- 
velop that sort of family spirit. In fact, the in- 
dustry may be forced to some such reasonable com- 
petition if it is to continue sane and healthy. The 
first requisite is a sense of proportion. Short- 
sighted is the policy which counts on personal 
selfishness as the master motive of human action. 
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Now here’s 


WINDSOR I T (*} q 
Avenue Last, alk og Snares Heel. N S O 
R677—White - An tan calf 
trim $4.2 


> &€ Re Y¥ Gye 








plus...... 


SANDRA 


Modish open shank > Delite a tat, 
2% inch covered AAA to 


R759—Black sati a iped with . P 
Biads se UA blond wie. & Good shoes in-stock mean nothing to you, but 
R753—Brown kid piped with . 
~~ 4 ' shoes of dependable quality, made over tested 
patent 4.10 ie a lasts, plus smart, timely styling and ready to 
. ship, do mean a whale of a lot. They mean big 
profits on a small investment. Just send us a 


Preeti Sovered ‘Hel, Aaa we: trial order; the shoes will prove our statement 


R745—Dark beige kid with Java . . 
brown trim s35 that we have an in-stock service—plus. 


DIANE—Gore Pump 
Delite last % | Covered Heel. 


R617—Patent ie 
R618—Black satin kid 
R619—Blue kid 


All styles illustrated are of our Flex-Mode construction—a 
successful method of cementing the sole and upper. Flex- 
Mode styles are carried in-stock unbranded. Our terms are 
3% thirty days—extra charge of 25c. per pair on all orders 


of less than three pairs. Send for our new and complete 


ort Tie, — Last, _'? inch a 
* covered heel. AAA to C. in-stock folder. 


R749—Dark beige kid with yd 
tri $4.35 





apee-Wawe ri with black om 


THELMA 
Delite last, 2% inch Covered Heel. 
AAAA to C. 


set coe nae | OT “| The KRIPPENDORF 
penta an en ttas | “! — DITTMANN Company 


R632—Patent leather 


ping ' CINCINNATI, OHIO 


R752—Brown kid 


CLAUDIA 
LIDO Claire last, ry . covered heel. 


Spectator Gs Gere, Avenue Last, 2 2 inch ait a a, ramp and ua. : KENT 

heel. $4.25 

Rooe-—Dark beige kid with Java R755—Patent leather, vamp and Claire last, 2¥4 inch Covered Heel. Avenue last, ax fo Heel. 
trim $4.35 quarter piped with grey AAA to C. 4 
4.00 | R650—Patent leather k seeatt = —_ — 
R756—Black satin kid, vamp and R651—White kid no Eanene 

quarter piped with grey.... . R645—Blue_ kid. With = two- 
kid 4.00 R652—Blue kid 4.25 toned piping 4.25 
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Proclamation to 


The Shoe Retailers of the 
United States 


HE retail shoe business, honestly pursued and seriously undertaken, 
is a professional business, at least a semi-professional business. 


The welfare of the people in their activities in life depends largely 
upon the comfort of the shoe. No other article of wearing apparel is in the 
same class. A nice suit of clothes, a beautifully dressed woman, get im- 
mediate eye attraction. 


While shoes must be well designed to go with such an ensemble, they must 
have the additional factor of comfort. When they lack this, they are 
failures. This is not true of a suit of clothes or a beautiful gown. 


Foot Health Week—April 18-23—has been inaugurated by the National 
Association of Chiropodists, and they are endeavoring to call attention to 
these facts, thus giving semi-professional importance to the retail shoe deal- 
ers of this country. 


We should co-operate with this 100%, because it puts us on a higher 
plane, and takes us out of the sickening price and flashy style appeal class. 


A merchant whose thoughts are directed in this 
channel of semi-professional service becomes a 
better, more dignified, and more successful mer- 
chant in any community in which he may be 


located. 
NEG each: 


President 
NATIONAL SHOE 
RETAILERS ASSOCIATION 
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The Premier Shoe Company of 

Long Island City is the maker 

of the models illustrated—and 

beautiful Sandalin enhances fine 

design which is characteristic of 
Premier. 








Deauville Presents 


SANDALIN 








Sandalin is an exquisite Trish Linen For Sandalin is the first Genuine 


created and perfected by Deauville Shoe Linen. It is a Fabric which 
combines Wearability, Beauty and 
Dyeability to a degree never before 


achieved. 


especially for use in the manufac- 


ture of shoes. 


Through intensive experimentation On account of its fine texture 
and research and by evolving a Sandalin is especially beautiful 
selected flax—we are able to make when utilized in sandal types. 
this contribution toward the devel- Its dainty summery weave lends 
opment of the movement ‘Fabrics charm and character to the handi- 
for Shoes.” 7 work of good makers. 


DEADVILE IMPORT (RP 


Shoe SPECIALTIES 
38 West 32nd Street 


NewYork 
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At 9:30 A.M. on April 18, 
Senator Royal S. Copeland, M.D., will 
give an air talk inaugurating Foot 
Health Week, over a nation-wide hook- 
up. Later in the day, at 2:00 p. m— 
M. J. Lewi, M.D., president of the 
First Institute of Podiatry of New 
York, is to broadcast over the com- 
bined stations including WEAF, New 
York, WTIC, Hartford, WRC, Wash- 
ington, and KSD, St. Louis. 
President Joseph P. Lelyveld of the 
National Association of Chiropodists 
has enlisted every member of the asso- 
ciation, in every State of the Union, 
to spend the week in national service. 
Many of the chiropodists are to broad- 
cast over local stations during the 
week. Many shoe stores have made 
arrangements with the chiropodists and 
foot experts to report for store service 
during the week. Several stores have 
arranged to put a poster on the win- 
dow, bearing the slogan: “Be Healthy, 
Walk-Nation-wide Foot Health 
Week—April 18 to 23, 1932.” 
Orthopodists have made a study of 
the effect of change of season on the 
human foot and its weight-bearing 
ability. These doctors find that there 
is a natural and fundamental weakness 
to feet in Springtime, necessitating 
change in fitting of shoes. 


Shoe stores the country over have, 
after four years of foot health ex- 
perience, developed plans to render 
professional service during the spe- 
cial week. Many of them will ar- 
range with local foot doctors to 
maintain a schedule of hours in the 
store each day for consultation and 
advice. The National Association of 
Chiropodists, in cooperation with 
shoe stores, will make no charge for 
this service. It is part of their cam- 
paign to prevent the increase of foot 
defects. 

An eminent orthopedic surgeon 
from abroad, after a study of several 
months in America, comes to the 
conclusion that one of the most dam- 
aging effects of depression is the de- 
cline in foot attention. He finds that 
foot and posture ailments have not 


[TURN TO PAGE 62, PLEASE] 


Every Store, Everywhere, Can Join 


Foot Health Week April 18-23 


An industry’s opportunity to show the American public that service 
comes first. This is the time of the year when sizes of feet actually 
increase due to the change of season, the change of apparel, change 
of temperature and actual change in foot pressure—a change in 
footwear for every man, woman and child is needed this week. 








HOFHEIMER’S JUVENILE DEPARTMENTS 


Reprinted by 
Permission 


A 
RINGING 


TO EVERY 
MOTHER AND FATHER! 


Every M:ther and Father owe it to their chit and children, so far as proper footwear and fit skilled and trained in latest methods. . 
dren to read and heed the sbove edvertine- wil dow. Furthermore they are checked wi cette 
ment of the Metropolitan Life Inurance Co., Fer 47 yoore we' have boon leering how to = lagu 
which appeared in Collier's, Liberty, Life, The growing feet—ouw salespeople are highly through 

Saturday Evering Post and many other publi- For 47 years we have been developing and 





See the Foot thru the 


ing them to the proper care of little feet... 


the healthy foot healthy . .. And always striv- 
end werning them of the incu-able silments ing to turn them out at the lowest price por 
which will result from their neglect... always sible to make them aveileb'e for the greater 
being carelul to recommend their number of ». That we have been suc- 


seeing 
their physician immediately if the case is seri- 
ow. 


It is indeed gratitying to find this policy en 


dorsed and upheld by such convincing eu- of all ages... more beautihd . . . imex- 
thority. It ls to the Metropoliten ‘s pensive and finely constructed than ever 
interest—it is their JOB to querd the health You are cordially invited to inspect them. 

of the nation. And it is HOFHEIMER'S If you will call or write us we will be pleased to 


job 
{on @ smaller scale, but no less importent) to 
guard the health of its patrons, men, women 




















HOFHMEIMER’s 





The perfect hook-up between copy run in all of the national publications and the 
local advertising of Hofheimer’s, Inc., Norfolk, Va. The insurance company gave 
an impartial story of why misuse, disuse and abuse of footwear is dangerous to 
health, while the store gave a splendid presentation of its own fitting service. 
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&f restige... authentic style supremacy is delightfully expressed to 
a superlative degree in a full line of fascinating and 
exclusive, original designings for Spring and Summer .. . 
interpreting all the subtle artistry of superior craftsmanship 
in the very finest of leathers and fabrics . . . footwear so teh bo) 
much desired today by the woman of fastidious taste. 
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Shoe Art Salon at Boston Fair 


To Feature Types of Shoes Made in New England 
at Annual Show in Hotel Statler, July fl, 12 and 13 


Vv" vy 


A Shoe Art Salon, 
in which will be displayed types of 
shoes made in New England fac- 
tories, is announced as one of the 
new attractions of the thirteenth 
annual Boston Shoe Fair, to be held 
July 11, 12 and 13 under the auspices 
of the New England Shoe and 
Leather Association. Another fea- 
ture will be an unusually well 
planned department of educational 
exhibits, to be held on the mezza- 
nine floor of the Hotel Statler, five 
floors of which have been reserved 
for exhibitors who wish sample 
room accommodations. ° 

Pointing out that New England, in 1931, main- 
tained its position of leadership by manufacturing 
more than one-third of all the shoes made in this 
country and that its production increase was six per 
cent as compared with a national increase of four 
per cent, the management of the fair has issued the 
following announcement to the shoe and leather in- 
dustry : 

“Our Annual Boston Shoe Fair last year was a 
rallying-point for the entire industry and an impor- 
tant stimulus to the New England trade, and will go 
down in history as one of the most successful in point 
of business produced since the enterprise was inaugu- 
rated by the New England Shoe and Leather Associa- 
tion thirteen years ago. 

“We believe that the 1932 Fair is to be an even 
greater success, and New England manufacturers will 
consult their own best interest by applying for exhibit 
accommodations without delay. 

“This is the shoe show that is pre-eminently the 
business market-fair of our industry, and everything 
that does not directly tend to cater to this business 
principle has been eliminated from it. 

“We, of course, have retained our time-honored hos- 
pitality features, for these, in a city of outdoor summer 
delights like Boston, must necessarily be an integral 
part of such an enterprise. So our cooperating ex- 


WILLIAM J. FALLON 
President, Boston Shoe Fair 


hibitors may feel assured that this 
appealing entertainment, which 
has helped to create so much per- 
manent. good-will on the part of 
visiting shoe buyers, will again be 
available for their customers under 
the sponsorship of our good 
friends, the traveling salesmen. 

“This year we have the patriotic 
background of the George Wash- 
ington Bi-Centennial Celebration— 
the greatest observance of its kind 
ever held anywhere—and we plan 
to inject some of this inspiration 
atmosphere into our Hotel Statler 
arrangements. Washington visited 
Boston and vicinity on three different occasions, and 
there are many memorials of him hereabouts. 

“There will be a Style Direction Committee to co- 
operate with our exhibitors, although no regular 
Style Revue will be held; and we are planning to 
have an unusually attractive department of educational 
exhibits on the mezzanine floor, including an artistic 
New England Shoe Art Salon. 

“Every loyal New England shoe manufacturer 
should join with us in putting over this great 1932 
demonstration of New England shoe prestige. Im- 
mediate sales of their products will be by no means 
the only helpful result of the Fair to them. 


“*., inviting the Nation’s many 
thousands of shoe buyers to come to Boston for the 
Fair, we shall not forget to remind them of New En- 
gland’s incomparable vacation attractions of seashore, 
lake and mountain, at their best in July.” 

The officers of the 1932 Boston Shoe Fair are as 
follows: William J. Fallon, president; Charles Ault 
and Charles T. Cahill, vice-presidents; Charles C. 
Hoyt, treasurer; Thomas F. Anderson, secretary and 
executive director, 166 Essex St., Boston ; and Charles 
T. Cahill, director of exhibits. 

[TURN TO PAGE 66, PLEASE] 
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DO MEN GET THAT WAY 
ABOUT YOUR STORE? 


A smart new pattern in the window may bring him in and the 
popular price will no doubt help to sell him but if buying shoes 
in your store becomes a habit with him, it’s a safe bet that good 
fit and service will play an important part. 


CAN YOU? 


FIT POPULAR PRICED SHOES 
LIKE THESE RIGHT? 


As narrow as AAA’s?—As large as 13’s? And, most im- 

portant, can you offer such a broad fitting range on a stock 

investment low enough to insure a good profit making turn- 

over? When we say that Hu-Man-Ic Arch shoes can do 

this for you, we’re in a position to prove it, and that goes 
ERS, for style and good shoe, making as well. 
Stock No. 


Uso “Qa TELL THE MEN! 


Number U17 is a favorite in white elk and black With Hu-Man-Ic Arch shoes in stock you can shout it from the 
= Order U18 for the same pattern in tan and house tops that you guarantee every man in town a good fit and 
: more style and service than he pays for—in fact we'll help you. 


Number U60 i f the f clusi , 
FOOT-FAN Violet Ray Prcadtpngs: os Write for the complete story and our new catalogue of In- 


black calf. Order U61 for tan and white. stock styles for Spring and Summer. 


UNITED SHOE MFG. CO. 


1610 WASHINGTON AVE., ST. LOUIS 
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"JOHNSON , 
STEPHENS 
& 
SHINKLE 
SHOE COMPANY 


RUBY KID has a long time service record in 
the factory of Johnson, Stephens & Shinkle 
Shoe Co. in which we take no little pride. 


Anybody who is at all familiar with the high 
standards and requirements of this notable 
St. Louis firm of shoe manufacturers will 
readily understand our satisfaction in their 
long and extensive use of our leather. 


Consistent repetition of their leather quality 
standards by RUBY KID must be the reason. 
We assure them of our constant watchfulness 
that RUBY KID will continue to merit their 
reliance and that of their trade. 


JOHN R. EVANS & CO. 


CAMDEN, NEW JERSEY 


Cincinnati Milwaukee Boston 
Philadelphia St. Louis Rochester 


* 
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OTHER 
>» » PEOPLE'S 


By HARRY R. TERHUNE, Field Editor 


Hand bag sales were lagging 
a bit in the Wise Fifth Avenue store. This was a 
cue to manager David Gorman to start something 
which would awaken the interest of his boys. The 
something evolved was a contest. The ten salesmen 
were divided into two teams, with the following in- 
ducements offered as rewards: 

The high man of both teams selling the greatest 
number of hand bags for the week to be off duty at 
5:30 Saturday nights. (Store open until 11 p. m.) 

Second high man on both teams to be off duty for 
the entire week, except Saturdays, at 5 p. m. 

Men of the winning team to be off mornings until 
11 a. m. for the week. 

The winning team to collect $2.50 from the losing 
team, money to be divided equally. 

High man for the day of both teams to be off at 
5.30 the following day. Sometimes this is varied by 
allowing the high man to be “first up” for an entire 
morning. Sometimes Mr. Gorman asks the leading 
man to give a talk to the rest of the salesmen on 
“How I Did It.” 


Hand bag sales are doing very nicely, thank you. 


* * * 


Solve this problem. 

Herewith is an ad of a New York City department 

store showing the sizes left over at the end of the 
season. The question is: 

HOW MANY OF EACH SIZE AND WIDTH 

SHOULD HAVE BENN BOUGHT IN THE 

BEGINNING TO ASSURE A WELL-BAL- 

ANCED STOCK AT THE CLOSE OF THE 

SEASON? 
The best answers will be reproduced, together with 
any pertinent comments you may include in your 


answer. 
* * * 


Says the sign on the front 
door of Wilson’s Shoe Store, Orlando, Fla. 
“To light interior, push button.” 
That means as long as the finger remains on the 


IDEAS 


button, the store is brightly lighted. The button in 
question is right on the door jamb, with the sign on 
the inside on the door itself, about eye high. Many 
people really do light up the store nights, people who 





HIGH SHOE 


here’s a great opportunity 


F Iki eath 
They ‘we are of Willow Ca honcn il 


les—Calf Lined—A fine pg ‘that 
always been 12.00, now 


6.45 


Limited number and 


sizes shown below 


LENGTH 











are interested enough to tell Mr. Wilson about it 
later. The cost is so small and the advertising so 
good that many other stores which boast of attractive 
interiors might well adopt this clever idea. 


* *k x 


A “Thank You” letter sent 
out to store customers two weeks after a purchase 
is made brings back many kindly personal face-to- 
face responses to the Smalley-Terhune Shoe Co., 
Wollaston, Mass. These letters are all hand signed 
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Be of the more than 
sixty In-Stock Styles of 
the Five Dollar Men’s 
Specialty Section 
oftheStarBrand. 

Line- Uptown 

Shoes. os 


No. 1923-1 Black 
Calf, Wing Tip Bal 
A to D Widths. 


Ww. have an effi- 


cient Merchant Ser- 
vice Department 
whose sole activity 
is to help you on 
any merchandising 
or advertising 
problem. Write for 


full particulars. 


ST. LOUIS, MO. 
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by the proprietor, Percy J. Stewart, und as his is a 
family shoe store, the value of this friendly touch is 
quite important. The letter reads: 

“Thank you for your recent purchase. 

“It is the Smalley-Terhune policy that our interest 
does not cease when our shoes are delivered to you. 
We want your purchase to give you complete satis- 
faction. This we consider the right of every one of 
our customers. 

“Your good-will is our first consideration, and we 
will leave nothing undone in our efforts to merit it. 

“Should you at-any time feel that the shoes pur- 
chased require any attention, the facilities of our 
store are at your command.” 


* * * 


Md 

Ow program is to carry 
more better grades and to let the other fellows worry 
with the cheaper stuff,” says Ralph A. Seaver of 
Dean Bros., Taunton, Mass. ‘We feel that a store 
must go one way or the other in the matter of grades 
carried, as all consumers are revaluing their sources 
of supply. 

“Many of us alleged shoe merchants have been 
buying here and there, seeing how !ow we can go, 
only to find that we have an unsavory mess of odds 
and ends. There is less price resistance today than 
there was three months ago. Our sale cleaned out 
the previous buying mistakes.. Now our prices are 
established at $5.00, $6.00 and $7.00, with a few 
better onese The odd lot $2.95 section will be con- 
tinued as heretofore, for that is the logical way of 
cleaning out the millinery numbers in rapid order.” 


x * * 


A novel method of calling 
attention to a display of perforated oxfords for 
women was used recently by the Walk-Over store 
at the corner of Franklin and Washington Streets, 
Boston. 

The shoes were placed in the window on a low, 
semi-circular plateau about four feet in diameter, to 
the straight, or back edge of which had been attached 
a low background representing the awninged portico 
of a clubhouse flanked with tropical palms. In the 
forepart of each shoe had been placed one unit of a 
set of Christmas tree lights—each bulb a different 
color. In the circuit had been introduced a device to 
turn the current on and off at intervals of about one 
second. The intermittent flashing of the colored 
lights was distnctly visible through the perforations 


in the leather. 
* * * 


- of the old timers were 
telling stories relative to those whom they consid- 
ered to be the crackerjack retail shoe salesman. 
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THE EIGHT SELL-ITUDES 
Noble is he who sells the customer a “‘skig”’. 
. Noble is he who gets cash for every sale. 
. Noble is he who sells the customer an extra pair. 


. Noble is he who goes for days, yea weeks, without 
a “miss”. 
. Noble is he who suggests tirelessly and tempts the 


customer until she buys a handbag; perhaps a pair 
of hose. 


. Noble is he who conquers the nagging “turnover” 
and she be sold a pair. 


. Noble is he who is ever cheerful, polite, accom- 
modating even in the face of hopeless odds. 


. Noble is he who builds up personal trade and calls 
them often on the telephone. 


for he shall be president some day. - 


Presented by ROBERT F. WESCHLER 
Weschlers of Course 
Erie, Pa. 


First honors went to the chap from Atlanta who had 
his “P.T.” (personal trade) so hipped that he could 
sell them anything—and make them like it. 

The championship stunt was when Jim sold a mis- 
mated pair of shoes, one a blucher and one a bal, to 
one of his good customers. This man liked the shoes 
so well that he came back and was sold the mates. 


oe 


One of the good shoe stores 
in Charlotte, N. C., the Gilmore-Moore Shoe Co., 
uses letters similar in tone to the following several 
times a year to good advantage. They are signed by 
salesmen and proprietor alike. The tone is such that 
naturally they only go to the personal trade of the 
house. A typical letter says: 


“Dear Mr. Jones: 

“TI am writing this letter to inform you how much I 
would personally appreciate you coming in and giving 
me a chance to serve you in your footwear. 

“I know we have as good a stock of shoes in the 
way of quality, style and prices to fit you from as any 
concern in the country as we have shoes in prices as 
low as leather shoes can be made up to the best 
that there is both in men’s, women’s and children’s, 
so I am sure that I will be able to take care of you 
in a very satisfactory way, and certainly hope to have 
a call from you at an early date. 

“We also have an outstanding line of luggage in 
price and quality.” 
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-Yes Sir, We call that News! 


NEW LOW STETSON RETAIL PRICE RANGE 


‘10 to °12.50 


GREATER PROFITS FOR YOU 


Stetson’s famous PRE-WALKED 
shoes now sell from $10 to $12.50— 
their lowest price in 14 years! 

At this popular fine shoe price, 
Stetsons offer the greatest value in 
their history of outstanding values, 
for they remain exactly the same in 
high-grade materials, expert crafts- 
manship and quality. No new inferior 
models have been built to sell at the 
bottom price. This reduction is gen- 
uine. It includes every standard Stet- 
son stock shoe. 

At this popular fine shoe price, 
Stetson paves the way to greater, 


THE STETSON SHOE 


faster profits for you. Opens a vast 
new market of new customers. 
Through a liberal factory price gives 
you a generous margin of profit on 
each sale. Assures you of a greater 
percentage of “repeat” business than 
any other fine shoe, as the majority 
of Stetson customers remain Stetson 
customers. 


Add to these advantages this ex- 
clusive Stetson selling point. Only 
with Stetsons can you offer a PRE- 
WALKED shoe —that is, a shoe that 
has been “broken in” in the factory. 
No torture in “breaking in” Stetsons 
SOUTH 


COMPANY, INC., 


—they walk with comfort from the 
first step. 


More NEWS .... 
Dept. 5 Catalogue 
is ready for You! 


And last, but far from least, to give you 
swift, reli@ble service, there’s Dept. 5, 
Stetson’s complete, comprehensive In- 
Stock Department which ships your order 
the day it’s received! Send immediately for 
Dept. 5’s new catalogue. See for yourself 
that in Stetson shoes you’ve got the most 
profitable fine shoe proposition in shoe 
merchandising. 


WEYMOUTH, MASS. 


STETSON SHOES 


for men and women &% 
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Good Pre-Easter Shoe Business 


Where the 
Sun Shone 


C casidaring the double handicap of an 


unusually early Easter, combined with highly unfavor- 
able weather conditions prevailing in many sections of 
the country, reports on pre-Easter shoe business were 
gratifying and encouraging. The fact that weather 
played the principal role in determining the volume of 
pair sales was clearly indicated in the reports, which 
in cities like New York, Philadelphia, Atlanta, New 
Orleans and San Francisco, where the weather was 
favorable, showed sales about equal or somewhat bet- 
ter than last year for the period immediately preced- 
ing Easter. The stormy areas naturally showed 
losses, and in such localities merchants can look for- 
ward to the first Spring buying impulse as still ahead 
of them. 

Sales in New York suffered seriously through the 
month of March due to the delayed cold spell, the 
longest period of sustained cold and stormy weather 
of the Winter coming in that month. The few days 
before Easter showed improvement in weather condi- 
tions and sales. Friday before Easter produced favor- 
able weather and the stores were crowded with shop- 
pers who bought freely. Saturday forenoon was mild 
and pleasant, bringing out crowds of shoppers, but 
heavy rain in the afternoon sent many of them scurry- 
ing home and checked a rush of buying that had prom- 
ised to make it an except@nally good Easter Saturday. 
On the whole, results for the week were better than 
many had anticipated. 

Blacks, blues, browns and beiges stood out in the 
pre-Easter buying in New York, the demand for blues 
and beiges being surprisingly good. Beige snakeskins 
sold in volume in popular grades. Pumps and the 
many smart trimmed oxfords and ties were favored 
among the patterns. Men’s business lacked the buying 
urge of a prolonged period of seasonable weather, and 
the continued quiet in this quarter was reflected in pre- 
Easter sales of men’s shoes at incredibly low prices, 
values considered, such sales being particularly in evi- 
dence in the chain stores. 

Pre-Easter buying in other centers is summarized 
in the following telegrams received in answer to the 
RECORDER’S inquiry : 


“The weather is more talked about than anything 
else, but less is done about it."—MARK TWAIN 


Reports on Easter Shoe Sales from Various Cities, 


North, East, South and West 


J. F. Reist, Steigerwalt Boot Shop, Philadelphia: 


“Volume compares favorably with last year. Black, 
brown and blue kid best in order named. Ties and 
pumps best patterns. Black and brown calf combined 
with Suva cloth exceptionally good.” 


Oscar Thompson, Rich’s, Inc., Atlanta: 


“Business Saturday, March 26, showed increase 
of 20 per cent over Saturday before Easter last year, 
which is gratifying in view of setback incident to the 
recent cold wave. The increase in pairs sold was 
more than 20 per cent and business so far this year 
very satisfactory.” 


C. A. Verner Ce., Pittsburgh: 


“Easter volume off 28 per cent. Very stormy and 
bad Easter week. Black first, blue second, brown 
third in colors. Snakes in popular price very active. 
Sandals and sandal pumps most popular.” 


Ralph P. Levy, M. Pokorny & Sons, New Orleans: 


“Unit pairs will about equal last year’s volume, 
but over period of weeks and because of early Easter 
it should exceed. Sports will outsell plain shoes. 
Specially good demand for whites before April 1 in- 
dicates longer season for two tones. Calls for narrow 
toes greater than ever. 


C. T. Caradine, Memphis, Tenn.: 


“Thirty-two off from thirty-one on dollars 38 per 
cent, units 20 per cent. Leathers black and tan Rus- 
sia, some spectator sports, also sand pigskin good. 
Custom and brogue lasts, wing and straight tips 
men’s only.” 


Harry E. Fontius, Denver, Colo.: 


“Volume of Easter business in pairs same as last 
year. Black kid, blue kid, patent leather, white kid 
and beige kid sold in order named. Sandal patterns 
outstanding.” 

[TURN TO PAGE 58, PLEASE] 
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The oxford pictured 
above on our 
WYNDHAM ast is 
in keeping with the 
prevailing type of 


custom footwear. 
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DESIGNERS & MAKERS 
OF MEN’S FINE SHOES 


ABINGTON 
‘MASS: 


* 





Boor aND SHOB RECORDER 
combining THe SHos Reraiter, April 2, 1932 





Meshes Dominate in Hosiery 


Lace Effects Account for 50 per centof Current Business and 
Market is Spreading Rapidly; Blue Stockings a New Fashion 


Note; Beiges Lighter as Season Progresses 


Plecery gave as good account 
of itself as any line of merchandise in the pre-Easter 
selling season. Widespread bargain offerings had 
something to do with this, of course, but in addition, 
there was good promotion on meshes which brought 
in a fairly satisfactory consumer response, largely 
upon the theory that a costume might be brightened 
or heightened with a pair of new mesh hose. The 
fact that mesh stockings add a striking touch to a 
costume at relatively little expense offers an ideal 
opportunity for promotion. 

Incidentally, earlier guesses on the probable volume 
of mesh hose during the Spring and Summer season 
this year are being sharply revised—upwards. There 
are some who predict that meshes, before the summer 
is over will account for 75 per cent of the total vol- 
ume in hosiery, in numbers of pairs. Even this early 
in the season meshes are running close to 50 per cent 
and gaining constantly as more and more manufac- 
turers are equipping their mills with the necessary 
machinery to produce the mesh or lace type of hosiery. 

With mesh fabrics going into shoes, hand bags and 
gloves, and the punched openwork idea being ex- 


Last month we showed you the 

toe-less stocking for wear with 

sandals. Here is a French idea of 

a sandal stocking, made with a 

stall for each toe, after the manner 
of a glove. 
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ploited more strongly in leather shoes, mesh hosiery 
takes on an added fashion value that undoubtedly will 
strengthen as the season progresses. 


Color 


With the fact established that mesh hose will be 
good selling merchandise over the next few months 
the next questions of importance are those of pat- 
tern and color. Extremely large openwork meshes 
and nets have not had wide consumer acceptance, and 
the fine meshes do not provide, at the distance of 
ten or more feet sufficient contrast to be distinctive. 
In other words, a fine mesh, except at close range 
looks very much as does the ordinary fabric stock- 
ing, and therefore loses interest. Medium sized 
meshes provide the necessary pattern contrast and at 
the same time are not conspicuous to the point of be- 
ing “loud.” All in all, medium meshes are safe mer- 
chandise for the average merchant to carry. Overly 
elaborate lace designs are somewhat hazardous. 

As to color. It must always be borne in mind that 
even in a medium sized mesh pattern about half the 
skin shows through. For this reason unless there is 
fairly sharp contrast between the stocking and the 
skin the mesh pattern is lost. Therefore, meshes are 
best in dark tones, such as the deep browns, taupes, 
off-blacks, gunmetals, etc. A new note is the navy 
blue mesh which sprang into prominence just before 
Easter, as a compliment to the vast number of blue 
costumes that were sold this Spring. In fact, in 
costume colors blue has surpassed black in the early 
selling, blue accounting for around 50 per cent of 
the new costumes with black standing at 30 per cent 
and beige at 20 per cent., With blue as the major 
costume shade, blue hosiery, both in meshes and 
plain hose finds a place. Next to it, of course, is a 
neutral beige which harmonizes with blue. Just how 
big blue hosiery will be is questionable, but it seems 
certain that it will, replace a certain amount of off- 
black and gunmetal. Fairly good volume in blue 
meshes, both the navy blue and the lighter grayish- 
blue or West Point blue, seems assured. 

With a fairly wide range of beiges appearing in 
costumes, exact matching in hosiery will be difficult 
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The extensive possibil- 
ities of the matching 
up of accessories in 
mesh is shown in this 
ensemble of a shoe in 
mesh effect known as 
“Cabana,” in white kid, 
the hand bag in same 
mesh design, and a 
stocking in diamond 
mesh design to har- 
monize. Displays of 
this type help measur- 
ably in exploiting the 
sale of mesh hosiery. 


uiless the merchant carries several beige shades in 
his hosiery stocks. The neutral beiges in hosiery are 
safe. Looking ahead to mid-summer, white as a cos- 
tume and shoe color shows up extremely strongly. 
There is less talk than usual of a return to white ho- 
siery, although white meshes, particularly in cottons, 
will have a place as an accessory to the sports costume 
oi white. Pale beiges in natural skin tones will be 
worn with the all white costume and all white shoe, 
or the white shoe with a light trimming of color. Pale 
beiges also will be called for with the light blue or 
green summer dress and the white shoe. So far as 
beiges in hosiery are concerned, early demand seems 
to favor the lighter shades rather than the darker 
shades and the general tone is expected to lighten as 
the Summer season progresses. 


Revivals . 


In high style circles there has been a revival of in- 
terest in French clocks, particularly for dressy after- 
noon and evening wear. These fit in well with the 
cut-out sandal mode. While the demand for clocks 
has not reached the volume trade, the tendency should 
be carefully watched for future developments. An- 
other interesting revival is that of the black heel on 
_the beige stocking. This novelty, which reached a 
volume height a couple of years ago, died a quick 
death, but in the search for “something new” has been 
revived. How long it wili last and what popularity 
it will attain, no one can say, but at present it is a 
style that should be classed as hazardous. 


For Summer 


With sports shoes destined to play a larger part in 
the fashion picture this Summer than ever before, it is 
evident that strictly sports types of hosiery will be in 
large demand. Cotton and lisle sports hose sold well 


Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, April 2, 1932 


last year and will sell better this year. Meshes, in cot- 
ton, or mixtures of cotton and silk are touted as good 
bets, along with plain lisles in fine gauges. In this type 
of merchandise white undoubtedly will be a big seller. 
Being less sheer than the silks, white lisle hose give a 
real white appearance which is lacking in silks, unless 
service weights are worn. Plain colors and heather 
mixtures also will be in demand, particularly for wear 
with the ghillie type of sport oxford which will be a 
big feature for active sports and country wear. Some 
importers and domestic producers are showing lisles in 
colors that approximate the popular leather colors that 
predominate in the sports type oxfords. 

Ankle sox of cotton, silk or wool, many of them in 
mesh, also are expected to be in good demand. While 
ankle sox cannot very well be worn with the ankle tie 
ghillie or Prince of Wales type oxfords, they will be 
worn with the plainer types of active sports shoes. 
Properly they should be worn only on the tennis court 
or golf links, but the younger set last year adopted 
them for all round country and beach wear. 

Ankle sox for men, with plain or turn-over cuffs 
have been introduced for sports wear with slacks, 
which seem to be replacing knickers for golf and sim- 
ilar sports at a rapid rate. The men’s ankle sox are 
fashioned much as those for women, and come mainly 
in plain colors in wool, wool mixtures and cottons. 


Prices 


While there have been few major price adjustments 
in manufacturers’ lists, price cutting in both the whole- 
sale and retail hosiery markets continues. The primary 
markets are rife with rumors of special price conces- 
sions which are highly disconcerted, but which might 
well be ignored by the average merchant, who now 
seems to be turning from the hard drive for volume, 
to building up a steady business on reliable merchan- 
dise. 
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—— ENNA JETTICK 
—— WINDOW DISPLAYS 
— AND DEALERHELPS 
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It may sound boastful to say that 
there is a waiting list of dealers 
for the Enna Jettick Franchise, 


but nevertheless it is a fact. 


There are few localities not cov- 
ered by representative merchants 
handling Enna Jettick Shoes. 


If, however, you are interested 
in the Enna Jettick Franchise 
write us and we shall advise you 
whether or not it is available in 
your community. 


ENNA JETTICK 
MELODIES 


ENNA JETTICK 
NEWSPAPER 
AND MAGAZINE 
ADVERTISEMENTS } 
pre: 4 
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What Price Merchandising Glory! 


In the mighty battle of business—as in all other struggles the 
price of glory comes high indeed. 


Commerce too requires courage—The investment of millions of 
dollars to afford a complete 100% in-stock jobbing service calls 
for daring, born of a broad gauged spirit to fortify the retail trade 
with adequate and necessary ammunition. 


Invested capital is the last to be rewarded and before victory, must 
come a continuous never-ending advertising barrage—to attack 
the public consciousness—break down sales resistance and make 
possible the individual achievements of that large army of retail 
merchants who occupy the front lines. 


Enna Jettick stock department functions better than 99% on all 
deliveries, day in day out, the year around. Radio broadcasting is 
consistent week after week from coast to coast throughout all 
available stations in the chain. Magazine advertising is carried 
consistently to the largest circulations every month in the year. 


And in addition—Enna Jettick dealers are provided with a degree 
and kind of individual sales helps easy for them to use and effec- 


tive in results. 


The glory is there, enough for all to share, in the form of large 
sales and satisfactory profits for the greatest and most represen- 
tative group of retail shoe merchants ever marshalled together 


behind one brand of women’s shoes. 


DUNN & McCARTHY, Inc., Auburn, New York 


“ENNA JETTICK—THE MOST SALABLE SHOE IN AMERICA” 
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Salable Shoe in America 
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What the Shoe Store Is Thinking About 


[CONTINUED FROM PAGE 15] 


no sales were actually lost to the store 
when the lines were wiped out. 

The $6.00 line was cut from 15 
styles to 3, while the $5.00 grade was 
strengthened by adding 6 numbers, 
bringing the total carried at this price 
up to 16 styles. 

Eighteen months ago it was custom- 
ary to have at least from 8 to 4 pairs of 
the good selling sizes on the shelves. 
This applied to men’s, women’s and 
children’s shoes alike. Now the rule 
is to carry only 1 pair. Good instock 
service permits such a quick size-up 
that no sales are missed. 

Saturday night may have several sec- 
tional meetings to many individuals, 
but to the Mahn store it means a 
general instock sizing. Size-up orders 
in the air mail of a Saturday night 
mean that they are in the several fac- 
tories a thousand miles or more away 
on the first Monday morning delivery, 
even though the said factories are in 
widely separated localities. 


Special Orders in Three Days 


Filled orders are back in the store 
the following Wednesday or Thursday 
at the latest. Special orders may be 
rushed air mail in three days’ time, 
should the need require. Such prompt 
service rarely ever disappoints the 
trade, for John has so trained his cus- 
tomers that they do not mind waiting 
a day or so, in that they may be prop- 
erly served. 

There would be a danger from this 
thin stock of a pair to a size were it 
not for the prompt deliveries of the 
factories. Present-day technique in op- 
eration demands this close cooperation 
from the manufacturer, so those who 
gave the best instock deliveries received 
the most orders. Some manufacturers, 
John found out, carried and cataloged 
a very long line, but their batting aver- 
age when it came to shipments ran 
around a scant 60 per cent. Missing 
40 per cent of orders surely could not 
be tolerated in a store trying to oper- 
ate on a pair-on-a-size program. 


Special Order Book 


Sources were found that not only 
made good shoes, but filled all mail or- 
ders 98 per cent during a check pe- 
riod. Now that service is good enough 
for anyone. 

As measured by the old standards, 
the present stock of the Composite Shoe 
Store is thin, not dangerously so, but 
thin just the same. One of John’s chief 
merchandising worries came from fac- 
tories back-ordering goods and from 
duplicate order blanks being lost or mis- 
laid in the store. This problem was 
solved by adopting a privately printed 
looseleaf order book designed for his 
own needs. This book has. duplicate 
sheets of alternating white and yellow 
paper. The white sheets went to the 
various factories while the yellow 





sheets remained in the binder as part 
and parcel of the store’s permanent 
records. As the original cost of the 
binder and 100 sheets was only $1.00, 
John felt that this was one of the best 
investments he has ever made. 

The factories received the special 
order blanks from the Composite Store 
on Monday mornings, so both the indi- 
viduality of the blank and the regular- 
ity with which they were received 
served to quickly identify the store. 
That meant, of course, more interested 
service in the filling of the orders. 
John found several uses for the yel- 
low sheets he kept in his binders. All 
incoming goods are checked against 
these duplicate orders as they are re- 
ceived both as to descriptions and as 
to sizes. Prices are also verified, then 
the percentage of the order filled is 
reckoned and noted on the duplicate 
sheet. This later bit of work proved 
to be of great help in determining the 
value of the source of supply to the 
store. In fact, that is how it was found 
that Factory A was shipping 98 per 
cent of all orders, while the best that 
Factory B seemed to be able to do was 
around 60 per cent of filled orders. 


Vital Records Preserved 


All sheets are numbered consecutive- 
ly from 1 up, just as is the check book. 
To prevent confusion and possible order- 
ing mistakes, all order sheets going to 
the factory always bear two commands 
stamped in red ink. “Please do not 
substitute sizes” and “Cancel all sizes 
not in stock” serve their own warning. 

John keeps his order binder right on 
his desk, for to him this is the living 
day book of his business. Vital rec- 
ords covering many angles and of great 
importance are dug out of these buying 
records that must be fully digested if 
he is to keep his recently acquired 
sense of proportion. 

Saturday night sizes are always 
taken direct from the shelves and not 
from the stock record books. Size rec- 
ord books have long since been discon- 
tinued as being too expensive to op- 
erate in a store the size of the Com- 
posite. Then this weekly going-over of 
stock shoes direct from the shelves has 
its many advantages aside from the 
obvious one of being personally present 
while the sizes are being taken off. 
That is one great advantage John has 
in his capacity as an owner of a fam- 
ily shoe store over his larger fellow 
retailers in that he has a much closer 
intimate grasp on his own problem. 

Next week John Mahn will consider 
a major change in store policy. Here- 
tofore, he has held two clearances a 
year, but now comes to the point where 
he is considering day-by-day clearance. 
He has found three ways to do a con- 
tinuous clearance, and they are worth 
considering in every store, everywhere. 
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Sell Sure Fire Repeaters 
[CONTINUED FROM PAGE 17] 


known as one of the busiest stores in 
New York selling shoes. Why? Our 
prices are not low, they are from $10.50 
and on up. (And price seems to be the 
only thing advertised today to get bus- 
iness.) It’s simply because we have 
something to offer that the average 
store cannot offer—at any price. And 
that is assured, unvarying comfort in 
fine fitting shoes of the best quality 
offered at a fair price. And because 
we, and only we, can duplicate that 
shoe at any and all times. 

“It is possible to duplicate the suc- 
cess of our store in almost any other 
city in the country. People will buy 
quality shoes when assured absol ite 
comfort and when they know there is 
no experimenting in the fitting. Price 
is the last consideration. And because, 
once we have a customer satisfied with 
our shoes, he or she comes back alm»st 
invariably and tells his or her friends 
about the shoes. 


Price Not Stressed in Ads 


“In regard to this price proposition, 
we have never stressed price in our ad- 
vertising. ‘Quality has been our ad- 
vertising theme while all others have 
cried price. We have told the world 
that we do not sell ‘cheap’ shoes—and 
it’s true. We have told them that foot- 
happiness cannot be measured in dol- 
lars and cents. Our shoes, we say, will 
never be lowered in quality to meet 
lower prices. And,it works. 

“Sure, we get the hardest feet in 
the world to fit. But we have one 
of the largest stocks of shoes in the 
world from which to choose and we 
have what are generally conceded to 
be the finest comfort, relief and foot- 
health-giving lasts known to shoemak- 
ing. For once a hard-to-fit customer is 
actually fitted properly and gets the 
shoes that give him satisfaction, well, 
he’s a friend for life. And a booster. 

“All these things mark the differ- 
ence between what you can do in a 
store of this kind and what you can’t 
do (or can’t do so well) in an ordinary 
shoe store or shoe department of a 
department store. And of course such 
great advantages are accompanied by 
many responsibilities. For every word 
of praise given a store by a pleased 
customer, fifty words of abuse are 
hurled at you by dissatisfied custom- 
ers. But with our facilities, with our 
shoes and with our experienced {fit- 
ting staff we are equipped to promote 
praise and to ward off abuse. 


New Liberty Store for Buffalo 


BuFFALO, N. Y.—Another unit in the 
retail footwear chain of the Liberty 
Shoe Co. of Buffalo will be opened at 
2900 Delaware Avenue about May 1. 
The company has acquired a 10-year 
lease on the property. Extensive al- 
terations and improvements will t: 
made before the new store is opened. 
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Buford Jones Sees Improvement 


PORTLAND, ORE. —“There’s a little 
better feeling, understand me, a little 
better feeling among business men 
throughout the East,” said Buford H. 
Jones. “No boom on—don’t get me 
wrong—but the silver lining is show- 
ing on the cloud. Last month I visited 
every large city east of the Mississippi 
River. I’m now saying ‘howdy’ to the 
West. And all over the country the 
feeling is better than a year ago.” 

Mr. Jones used to sell shoes in the 
Portland territory. He began here 
away back in the horse-and-buggy 
days. He made all the towns, big and 
small, within 200 or 300 miles of 
Mount Hood. 

“TI made my headquarters and home 
in Portland, off and on, for many 
years,” the visitor said, “and it still 
has a mighty big apartment in my 
heart. I sure like to come back and 
see the boys—Aaron Frank, Will 
Knight, Rube Adams and the others. 
Hope to see Governor Meier before I 
leave tomorrow night.” 

Mr. Jones is treasurer of the Enna 
Jettick Shoes, Inc., of Auburn, N. Y. 
He stated that his company is the 
largest manufacturer of women’s shoes 
in the world. That’s the only kind the 
concern makes, and their footwear runs 
in size from 1-A to 12-triple E. 


Expect Up-Swing to Continue 


BostoN.—The seasonal upswing in 
the shoe business which marked the pre- 
Easter season, it is now believed, will 
continue through April, May and June. 
Shipments should show a gain of thirty 
per cent over those of the first three 
months of the year and a gain of fifteen 
cent over April, May and June of 

931. 

These statements are taken from a 

report read at the recent annual meet- 
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ing of the New England Shippers’ Ad- 
visory Board by Carlton R. Blades of 
Brockton, chairman of the Committee 
on Boots, Shoes and Leather. 

“The New England shoe and leather 
industry,” he said in another section 
of the report, “has shown a decided im- 
provement during the past three 
months. The period preceding Easter 
is always a busy season. 

“Freight service continues to be re- 
ported as very satisfactory. There is 
an increased use of the services of car- 
loading companies. The store-door de- 
livery features of these services are 
very attractive to the shoe retailer as 
well as to the manufacturer.” 

From manufacturing centers—Lynn, 
Haverhill and other points in this sec- 
tion—come reports of many factories 
on a full time basis and with advance 
orders sufficient to justify a consider- 
able degree of confidence in the imme- 
diate future. 


Brauer Optimistic 


St. Lours—A. J. Brauer, president of 
Brauer Bros. Shoe Co., states that busi- 
ness for the first three months of this 
year has been highly satisfactory. Mr. 
Brauer expressed the opinion that those 
manufacturers and retailers who are 
willing to adopt new and modern ideas 


Cincinnati Merger Plans Reported 


Cincinnati. — Negotiations are under 
way, it is reported, for a merger of 
three of the largest shoe firms in Cin- 
cinnati. The firms are the Roth Shoe 
Manufacturing Co., 4015 Cherry St., the 
Stern-Auer Co., 315 E. Seventh St., and 
the Samuel B. Wolf Sons Co., 229 E. 
Sixth St. Details of the merger are 
not completed. The factories will be 
in Cincinnati, Chillicothe, Ohio, and Sey- 
mour, Ind. The combined assets of the 
three companies are said to be several 
millions of dollars. Leopold Roth is 
head of the Roth Shoe firm, Joseph S. 
Stern, president of the Stern-Auer Co., 
and Samuel B. Wolf, president and treas- 
urer of the Samuel B. Wolf Sons Co. 








in construction and merchandising are 
the ones that will succeed in these 
times. He pointed out as an example 
a new opera pump which his company 
recently introduced to the trade and 
which has been bought by many of the 
country’s leading merchants. 


Ohio Leather Dividend 25c. 


GIRARD, OHIO—The Ohio Leather Co. 
has declared a quarterly dividend of 
25 cents on the common stock, placing 
the issue on a $1 annual basis. The 
regular quarterly dividends of $2 on 
the first preferred and $1.75 on the 
second preferred stocks also were de- 
clared. All dividends are payable 
April 1 to stock of record March 22. 

The common dividend is the second 
on the junior stock since 1920, a 25 
per cent distribution having been made 
on Dee. 31, 1931. 


Shoe Ads Show Increase 


DALLAS, TEX.—Approximately 1300 
column inches of shoe advertising ran 
in Dallas morning and evening news- 
papers during the week of March 14, 
setting the highest record for shoe 
space in the papers for many months. 

The largest single advertiser of the 
week was Volk Bros., which in many 
cases tied the shoe advertising up with 
hosiery. Neiman-Marcus Company dis- 
tinctively recommended the proper shoe 
for almost every new suit or dress 
fashion advertised. 


Hides at New Low 


New York — New record low levels 
were established on the New York 
Hide Exchange during the week ended 
March 24, when the active positions 
registered net declines of from 38 to 50 
points in moderate trading, reflecting 
a downward trend in the spot market. 

The decline in hide prices was 
partly attributed to a seasonal slacken- 
ing in activity in shoe and leather. 
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WHERE TO BUY 
Men’s Shoes 





Boston—183 Essex Street Shoe Co. 








N. Y.—915-917 Marbridge Bidg. 








Ss Bebe 
().. A. PACKARD CXARDCO., Makers 





CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 








and MILLER COOK SHOES 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥. 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 





























EAST WEYMOUTH,MASS. U.S.A. 








ABOUT PEOPLE 


Mercer Re-Elected 


PoRTSMOUTH, OHIO—At the annual 
meeting of the board of directors of 
Vulean Corporation here on March 21, 
Colonel A. L. Mercer was reelected 
president. John W. Snyder, Ports- 
mouth banker, was reelected vice-pres- 
ident; H. S. Van Camp, treasurer, and 
C. E. Dowling, secretary. In addition 
to these officers other members of the 
board of directors include: H. L. Poin- 
ier, New York City; J. M. Hutton, Cin- 
cinnati, Ohio; E. L. Love, New York 
City; Charles A. Goodman, Marinette, 
Wis. There is a vacancy caused by 
the death of William Phelps, Jr., Bing- 
hamton, N. Y., to be filled at a later 
date. 

In a report to directors and stock- 
holders of Vulcan Corporation, Colonel 
Mercer pointed out that for the year 
ended Dec. 31, 1931, the corporation 
showed a net loss after expenses, de- 
preciation, interest and other charges 
of $17,548 compared with a deficit of 
$157,444 in 1930. To be subtracted 
from this net operating loss of 1931 
are special credits amounting to $18,- 
400 representing excess of par value 
of bonds purchased over cost less re- 
serve provided for securities and pro- 
vision for contingencies. This left a 
net credit to surplus amounting to 
$851.99. Total assets of the corpora- 
tion’s plants in Portsmouth, Ohio; 
Brockton, Mass.; Johnson City, N. Y., 
and St. Louis, Mo., were shown to be 
$3,351,756 in a balance sheet sub- 
mitted by Ernst & Ernst, accountants 
and auditors. 


Dallas Store Makes Changes 


DALLAS, TEX.—I. Zesmer has reor- 
ganized his Slipper Shop here, and the 
firm, located at 1410 Elm Street, will 
henceforth be known as Zesmer’s Slip- 
per Shop, with Mr. Zesmer, personally, 
at the head of the business. 

Mr. Zesmer has been engaged in the 
shoe business in Dallas for the past 
twenty years and is a well known fig- 
ure in the shoe business from coast to 
coast. Mr. Zesmer stated that his 
store has been entirely redecorated, 
also that his equipment for window dis- 
plays has been greatly improved. 


Crist Opens “Bilt-Wel” Store 


PITTSBURGH — The Bilt-Wel Shoe 
Store has been opened at 519 East Ohio 
Street, Northside, Pittsburgh, by C. C. 
Crist, who has been engaged in the re- 
tail shoe business for more than 25 
years. Men and boys’ shoes will be 
handled exclusively. On the opening 
day, March 19, souvenirs were given to 
all callers. In his advertisement Mr. 
Chist made this announcement: “This 
store is owned and operated by a North 
Side Business Man employing only 
residents of the North Side.” 
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Swerdlof Reopens 


BALTIMORE—Sol Swerdlof, trading as 
The Shoe Shop, has reopened for busi- 
ness at 207 North Eutaw Street, Balti- 
more, Md. A few months ago The Shoe 
Shop was completely destroyed by fire, 
resulting in loss estimated at around 
$15,000. The building housing the 
shop has been rebuilt and it is now an 
interesting and improved addition to 
the retail shoe field of the monumenta! 
city. It is new in every way, including 
shelving and chairs and attractive dis- 
play windows. Women’s and children’s 
shoes in the popular priced range are 
featured. 


B. W. Childs Succeeds Father 


HARTFORD, CONN.— Benjamin W. 
Childs has been elected president of the 
W..G. Simmons Corporation, retai! 
shoe dealers, 48-58 Pratt Street, suc- 
ceeding his father, the late Thomas §. 
Childs. Other officers are Osgood C. 
Martin, vice-president; Richard T. 
Martin, treasurer; Thomas S. Childs, 
Jr., secretary, and Roland M. Austin, 
assistant treasurer. 


Kruse Buys Store Interest 


Des Mo1nes.—Claus Kruse has pur- 
chased a half interest in the Rasmussen 
& Jensen shoe store at Audubon, Iowa, 
and the firm name in the future is to 
be Rasmussen & Kruse. P. A. Rasmus- 
sen has been manager of the store since 
its establishment 32 years ago, while 
Mr. Kruse has been with the concern 
for 20 years. (U). 


Marcus Goldberg in Tucson 


Tucson, ARIz.—Marcus Goldberg is 
the new manager of the Given Broth- 
ers Shoe Company in this city. For the 
past four years Mr. Goldberg has had 
charge of the company’s interests in 
Globe, Ariz. He has been with the 
Given Brothers’ organization for more 
than five years. 


Weisbach Opens Own Store 


TERRE HAUTE, IND.—George E. Weis- 
bach, one of the city’s best known shoe 
men, has established his own shoe store 
at 503 Wabash Avenue here. For 28 
years he was connected with the former 
Conrath Shoe Company of this city. 
He will feature a complete line of the 
Billiken arch shoes for men and popu- 
lar lines for boys. 


J. B. Holder in New Post 


HUNTINGTON, W. Va.—J. B. Holder, 
who has been in charge of the shoe 
department of the Deardorff-Sisler 
Company here for seven years, will 
manage the shoe department of the 
Bradshaw-Diehl Co. Mr. Holder has 
been 21 years in the shoe business. 
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NEAT, SENSIBLE, PRACTICAL AND PROFITABLE FOOTWEAR 
FOR NURSES, BUSINESS AND PROFESSIONAL WOMEN 


WHITE KID BLUCHER OXFORD WHITE KID FIVE EYELET TIE; 64 
(Nurses, Aid); 10 last; 12/8 heel. In last; 13%/8 heel. In stock AAA to D 


stock 


WHITE CANVAS BLUCHER OXFORD BLACK KID BLUCHER OXFORD 
=. Ae: 10 last; ~~, Ly In (Nurses’ Aid); 10 last; a 
stoc! to C. 


WHITE CANVAS FIVE EYELET TIE BLACK KID FOUR EYELET TIE; 58 
ag a 64 last 13%/8 heel. In last; 14/8 heel. In stock AA to 
stoc! to D 


AULT - 


AIR TRED 
“NURSES AID” SHOES 


1X 


RETAIL 


$10 5G 


This type of shoe may be termed the most staple 
that a merchant can carry. In no other kind of 
shoe is there such a certainty of repeat sales, if the 
first sale is satisfactory. 


That is why you should depend on Air-Treds with 
their superior comfort features and certainty of cus- 
tomer satisfaction. 


Every, white “on-duty” shoe sale automatically 
leads to the sale of a pair of “off-duty” shoes—both 
“Air-Treds.” 


Send us your trial order today! 
Write for New Catalog. 


No. WS810-6 W262-6 


Price $3.35 
No. WS810-5 No. W810 


Price $3.15 stock AAA to D. 
No. W262-5 No. W195 


Price $3.15 


SHOE COMPANY 


AUBURN, ME. 
(Factory and In-stock Dept.) 








SHACKFORD 


WHERE TO BUY 


Women’s Shoes 


1 hl elit 


“KUSH -IN-EZE”’ 
REGISTERED 

Hand-turned house shoes with 

all that any woman desires in a 

shoe of this type. All sizes and 

widths in 

stock. Thirty 


$2.50 
VAUGHAN-TOWLE CO. 


WAKEFIELD, MASS. 
+c) (DIVISION OF L. B. EVANS’ SON CO.) © 
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WHERE TO BUY 
Shoe Laces 


Sti i idle edie ie die a 


WOULD YOU LIKE TO 
INCREASE YOUR LACE 
SALES 100 TO 400%? 


Dritecheblace g 
THE SHOE case OF eueasry? 


PORTSMOUTH 


le ein 


WHERE TO BUY 


Dancing Shoes and Taps 





TAP SHOES Ximued” 


IN STOCK 
No. 9779—Black Kid 
$1.45 


No. 9785—Patent 
Leather 


eagoks SHOE MFG. CO. 
Philadelphia 











WHERE TO BUY 
Shoe Forms 


| Jarry Forms| 


FOR SHOES AND HOSIERY 
made from white, 
transparent or colored 
FAIRYLITE 
Shoe Form Co. Ine., Auburn,N.Y. 





50 YEARS IN SHOE TRADE 


BROOKLYN, N. Y.— Eighty-one years 
a shoe store. Fifty years under one 
ownership. 

That’s the record of the store oper- 
ated by Philip Bender, Brookiyn, N. Y., 
retail shoe merchant. Who in the shoe 
trade has not heard of Philip Bender 
with his famous beefsteak dinners in 
the Winter and his outings in the 
Summer? 

On April 1, Mr. Bender celebrated 
the fiftieth anniversary of his business, 
a record that few can equal. He started 
selling shoes in 1871 as his first real 
job. This attraction for the shoe busi- 
ness was practically born in him, as all 
the Bender family from his great- 
grandfather down have been shoe men. 
A son, Harold P. Bender, is also fol- 
lowing in the family business in his 
father’s store at 245-247 Grand Street. 

Back 40 years, Mr. Bender cooper- 
ated with W. L. Terhune, the founder 
of BooT AND SHOE RECORDER, in promot- 
ing the original national shoe retailers’ 
association. Since that time, he has 
been an active worker and officer not 
only in his own trade associations, but 
in civic bodies, the Board of Trade, 
Chamber of Commerce, Masonic bodies 
and rotary clubs. Mr. ‘Bender has been 
a consistent reader of the RECORDER 
from the very first issue, fifty years 
ago. 

For the past 81 years, this store has 
always sold good, substantial shoes, not 
the very top grade} but never the cheap, 
regardless of what price might be re- 
garded as high at the moment. Some 
of the lines represented on his shelves 
have been carried for 40 years, others 
35, while a couple have been bought 
regularly for a quarter of a century. 

The Bender Shoe Store has always 
carried a full range of sizes and widths, 
for quality shoes carefully fitted are 
the one and only reason for the con- 
tinued existence of this store. Four 
and even five generations of the same 
families have traded here. At the 
present time, fully 65 per cent of the 
trade comes from a distance, with many 
coming to the store from the far parts 
of Long Island and Jersey. The imme- 
diate neighborhood has changed ra- 
dically five times during the past 50 
years. At one time there were 15 shoe 
stores in the block, but now Bender’s 
is the only one left. 

The son, Harold P. Bender, is special- 
izing in foot comfort work, having 
taken this phase of shoe retailing very 
seriously. He has been in the store for 
the past 16 years, selling, but inter- 
ested in it longer than that, for as a 
matter of fact he was born upstairs 
over the store 42 years ago. 

Salesmen in this store are not 
changed very frequently, as the follow- 
ing record of steady employment shows: 

Frank Schmitt, 46 years; Joseph 
Schmitt, 34 years, while Ernest Knief 
is a comparative newcomer, having only 
been here for 26 years. 
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PHILIP BENDER 


David Millar with Hartzell Bros. 


YOUNGSTOWN, OHIO — David Millar, 
for many years identified with shoe 
merchandising, formerly of the shoe 
firm of Millar-Patton Co., is now man- 
ager of the Hartzell Bros. men’s store 
shoe department. 


Blount at Diamond’s 


Kansas City, .Mo.—D. C. Blount, 
formerly of the shoe department of the 
Palace Clothing Company, is now as- 
sistant manager of the shoe department 
at Diamond’s. 


Schunck Opens Store 


CELINA, OHI0O—Leo Schunck has 
opened the Big Pets shoe store on West 
Fayette Street. The store also will 
carry hosiery. 


>» TRADE DOINGS 


Bauer Corp. to Operate Two Stores 


BuFFALO.—Announcement is made 
that Irving M. Bauer, former president 
and general manager of the Sterling 
Shoes Corporation, has organized a 
new company to be known as the I. M. 
Bauer Shoes Corporation. The corpor- 
ation will continue to operate two of the 
stores formerly in the Sterling chain 
at 217 East Main Street, Rochester, 
and 102 Falls Street, Niagara Falls, 
N.Y, 

The officers are Irving M. Bauer, 
president and treasurer, and Frank N. 
Peck secretary. B. A. Loomis will be 
in charge of hosiery purchases with 
headquarters at the Niagara Falls 
store. 
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Ae NF WIL MLMWE SS Prep. 


SEAMLESS ¢ shit ak TOR « BENCH MADE 


perfect fitter 
The most perfect fitting pump! Built seamless, with IN STOCK 


a patented reinforced drop-top. No binding to cut AAAA, 5 to 8; AA A, 4% to 8; A A, 4 to 9, 
the instep, no gaping at the sides. Each pair is lasted 3% to 9; B, 2% to 9 

by hand, assuring a fineness and uniformity so essen- No. 5000 ov Kid, Grissette aie 195 
tial to proper fitting pumps. Notice the scratch bot- last, 19/8 heel $3.35 

tom and our beautiful Pointex heel, another exclusive No. 5001 White Ducklin, “Snow White” 


(patented) Brauer feature. A trial order will con- bs a ; pink nid ¢t. tne 


vince you of the extraordinary merits of the No. 5002 Black Patent leather, Pink qt 
FOLLIES pump. lining; 195 last, 19/8 heel... .$3.15 


BRAUER BROS. SHOE CG. be ee-ded a St. Louis, Mo. 
The Young Generation is now Stepping Out in the New 











DANDY 
STURDE ZE 
SANDALS 


Trade Mark Registered 


Patent Design R-42607 Pending Here they are! Just what you've been looking are 
Patent Leather, Smoked Elk insert. New and snappy. Brilliantly designed. If children’s 
Tan Elk, Smoked Elk insert. shoe sales have been lagging along without much pep 
promo a ee ~— ot tates —stock a few of these numbers and watch sales spurt 

cnanete, ahead to new profit-making records. Ready, right 
Orreees now, to help you break into the spring buying season 
by Te papianiie 2 with eye-catching patterns that can’t be resisted by 


is. ee 1.00 . 
7 11Ye tO 2 oe... se seeeee 1.10 those who want the latest. Prices—amazingly low. 


If your jobber eon’ handle—write us Deliveries—fast. 
irect. 


FEIN&GLASS,INC. gone 
9 . READING, PENNSYLVANIA 
WARNING : Siaecsiniee? Sten a bet seaiccted M8 an SENT SP RT EST 
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WHERE TO BUY 
Ballet Slippers 


li eile lina 


CAPEZIO DURO - TOE 
(Pat. pending) 


















Exclusive features which 





Send for 
catalog. Ask 


chise plan. 


eet 





Los Angeles Stock 


AIN OFFICE 1951 Hilthurst Ave. 


Ano FACTORY 








BLACK KID BALLET 
SLIPPERS 


Soft and Hard Toe 


Bate? Te Ob Gui ce cccscaccswed $1.35 
Sy MEME GD Moendessncocescos 1.80 
a ES ere 1.2 


-25 
Hard Toe $1.00 per pair Higher 
ROTH § 


oO 
50 N. 4th St., Philadelphia 








HARD TOE DARING SLIPPERS 
STOCK 


Pink. white $260 


Black ta” PAIR 
es | ‘5 conte #' 8 jam 





BEN & SALLY THEATRICAL FOOTWEAR, Inc. 
244 West 42nd St., New York, N. Y. 








In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 

















Spring Buying Conference 


CoLumBus—The annual Spring buy- 
ing conference of the Schiff Co., op- 
erating a chain of 185 retail shoe 
outlets, many of which are in depart- 
ment and dry goods stores, will be held 
at the Deshler-Wallick Hotel, starting 
April 10 and lasting for six days. At 
that time officials of the company, to- 
gether with division managers and 
supervisors to the number of 50, will 
go over questions of Spring and Sum- 
mer buying. Oscar Musinsky, Boston 
buyer, will be in attendance. Albert 
Schiff, buyer for the entire chain, and 
his assistant, Jule Mark, will have 
charge of the conference. 





Form Partnership 


NEWARK, N. J.—Melvin Steffel, 
formerly with M. Katz of Sixth Ave- 
nue, New York City, has entered into 
a partnership with Arthur Fink under 
the name of Melarts Bootery, Inc., with 
a store at 885 Broad. Street. - They are 
featuring samples and cancellations at 
prices up to $6.95. The shop was 
formerly conducted under the name of 
Gei-Lan’s. 





Latex Fiber Industries Organized 


New York—F. B. Davis, Jr., presi- 
dent of the United States Rubber Com- 
pany, has announced the formation of 
the Latex Fiber Industries, Inc., a new 
company owned jointly by the United 
States Rubber Company and the J. P. 
Lewis Company interests of Beaver 
Falls, N. Y. The J. P. Lewis Company 
group is one of the largest and most 
prominent manufacturers of special 
fibrous products. 

Officers of the new company are: 
Harry S. Lewis, president; R. P. 
Rose, vice-president; Wilson H. Black- 
well, treasurer; D. E. Griffith, secre- 
tary. Directors: Harry S. Lewis, R. P. 
Rose and H. W. Waite. Mr. Lewis is 
president of the J. P. Lewis Company 
and Mr. Griffith also represents that 
company. Messrs. Blackwell, Rose and 
Waite are members of the United 
States Rubber Company organization. 

Products now manufactured by - the 
Fiber Products Division of the United 
States Rubber Company at Cleveland, 
Ohio, and Rock City Falls, N. Y., will 
be produced by the new company at 
Beaver Falls, N. Y., in the Lewis, Slo- 
cum & LeFevre Company, Inc., plant, 
which has been acquired for that pur- 
pose and which will be ready for pro- 
duction by June 1. Meanwhile custom- 
ers will be served from the Cleveland 
and Rock City Falls plants of the 
United States Rubber Company. These 
products, namely, Insolex and Laflex, 
used in the shoe industry; Lexide, a 
base material used by manufacturers 
of artificial leather goods; and various 
automotive specialties such as panel 
and fireproof boards will continue to be 
marketed through the sales organiza- 
tion of the United States Rubber Com- 
pany. 

The new company will have offices at 
1790 agg & New York City, and 
Beaver Falls, N. Y. ° 





To Protect Trade Name 

New YorK—The American Felt 
Company has applied for registration 
of the trade mark “Soleil,” as applied 
to felt for shoes, and has issued a 
warning that infringements on the 
name of this fabric will render the 
makers, sellers or users of infringing 
fabrics liable to legal prosecution. 

It is claimed that imitators have been 
terming their products Soleil, and this 
is contrary to the regulations govern- 
ing trade mark registration. 





Introduces New Line 

New York—S. Capezio, manufac- 
turer for over forty years of dancing 
and theatrical footwear, has announced 
a new line of shoes known as Dance 
Togs, in a variety of models. 

These models are said to have been 
designed to permit ample room for 
comfort and ease in motion. 





New Shoe Department 
BECKLEY, W. Va.—The Hub Store 
has been opened here with a shoe de- 





partment installed in the basement. 
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Converse Opens Boston Salesroom 


BosTON—The Converse Rubber Com- 
pany have recently opened a new Bos- 
ton salesroom at the corner of Atlantic 
Avenue and Summer Street, a most ad- 
vantageous - location, directly opposite 
the South station. 

The office is in charge of J. H. Wil- 
liston, a man of long experience and ex- 
tensive acquaintance in the rubber shoe 
trade, having formerly been associated 
with the Cambridge Rubber Co. and 
earlier the U. S. Rubber Co. 





Free Shines to All 


HARRISBURG, PA.—C. B. Rodney, local 
shoe merchant, who has just opened a 
new store at 204 Walnut Street, is of- 
fering to shine shoes free. In the local 
newspapers he inserted the following 
notice in his advertisements: “Regard- 
less of where you bought the shoes you 
are wearing, you are cordially invited 
to come in any time and get an A-1 
shine without cost or obligation. On!y 
the best polishes and cleaners are used 
at our bootblack stand.” 





New Leather-Like Cloth 


New YorK—A new leatherlike cloth, 
which is believed to have possibilities 
as a shoe fabric, is expected to be on 
the market shortly. The new cloth is 
a combination of a rayon warp and a 
spun silk filling, giving a mat surface 
much like leather. First developed 
abroad, the cloth has been embossed in 
various leather grains and already has 
been made up into jackets, handbags, 
belts, waistcoasts and similar articles 
for which real leather has been used 
for some time. 





Want Salesmen Licensed 


PHILADELPHIA— The Philadelphia 
Retail Shoe Salesmen’s Association is 
sponsoring a bill to be introduced in 
the Legislature providing for the li- 
censing of shoe salesmen. 

In a drive for more expert salesmen, 
the organization feels that they should 
be required to pass examinations on 
the anatomy of the foot. That would 
be a means toward the better fitting 
of shoes. 

Officers of the group are: Benjamin 
Silverman, president; Harold Eichler, 
secretary; Benjamin Pollock, treas- 
urer, and David Lipner,. chairman of 
the press committee. 





Hanover Rents Buffalo Building 


BuFFALO, N. Y.—The Hanover Shoe 
Co., of Hanover, Pa., has signed a 10- 
year lease on the 4-story and basement 
building at 359 Main Street and will 
occupy it as a unit in its retail foot- 
wear chain after extensive alterations 
and improvements are made. The 
building has a frontage of 16 feet in 
Main Street with approximately 8000 
square feet of floor area. 
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SHOE LACES 


AN IMPORTANT LITTLE DETAIL 


"Sp 


The wide-awake manufacturer never 


7s 
— s 


neglects his laces for he recognizes the qual- 


ity lace as one of the smaller yet important 


a<s Rac To 


items so necessary to the smart, finished ap- 


pearance of his footwear. 


Although the customer may not know 
that your shoe conceals a box toe, counter, 
shank, etc., he instantly sees the lace. A good 
looking, quality lace is a visible sign of inbred 
quality in the shoe itself. Equip your shoes 
with laces backed by 67 years of lace making 
experience. We can offer you a complete 
line of glazed, soft-finished, rayon, and mer- 
cerized laces for all types and grades of shoes 


at prices which make them unusual values. 





SHOE LACE COMPANY, LTD. 


(Successor to Joslin Manufacturing Co., Established 1865) 


PROVIDENCE, R. |. 


SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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WHERE TO BUY 


Children’s Footwear 


| ied 





ten ei hi di edie elie ei ol 


“* 


WELTS 





HAVE k 
FLEXIBILITY & 
SMOOTHER INSOLES | 


QUALITY AT LOW PRICES 
By 


SHAFT-PIERCE SHOE COMPANY 
Mfrs. of Acrobat and Clara Barton Shoes. 


FARIBAULT, MINNESOTA 
Seresesrsese ses se se Tk 


TMe 
FOR BOYS FOR GIRLS 
HO 


Tan and Smoke Elk 
Moccasins 






5/8—Infants’ 
8%/12—Child’s 
$2.35 






12% /3—Misses’ 
2% /8—Women’s 
$3.10 


Send for catalog 
ADAMS BROS., Pittsfield, N. H. 











MRS. DAY’S IDEAL BABY 
; SHOE CO. 


Soft Soles — Inter- 
mediates. Hard 
Soles— infancy to 
four yeare! 


Danvers, Mass. 











Children’s Fine Goodyear Welt Shoes 


M by 
THE GILBERT SHOE CoO. 
, THIENSVILLE, WIS. 



















Goodyear Welt 
Shoes in Stock 


WISWELL-TREANOR 


Shoe Departments on Move - 


PORTLAND, ORE.—Newly created shoe 
salons form a model series of shoe de- 
partments in the highly modernized de- 
partment store of Meier & Frank, at 
Sixth and Alder Streets, this city, one 
of the most advanced and modern of 
the Pacific Coast emporiums. 

The women’s and children’s shoe de- 
partments have moved ensemble from 
the third floor to the fine new shoe salon 
on the fourth floor of the strtucture. 
At the same time, the men’s and boys’ 
shoe departments have moved from the 
third floor to the second floor. 

Various other changes have been 
made in the modernization program 
which has been carried out in this 
large retail outlet for the sale of 
shoes for all members of the family. 
Customer convenience and control is 
achieved in better measure through the 
recent replacement of the two main 
divisions of the shoe department, which 
groups the men’s and boys’ on the sec- 
ond floor, and the other well-equipped 
shoe salon upon the fourth floor. 





Add Dress Department 


Boston.—The retail shoe firm of 
Jones, Peterson & Newhall, 51 Temple 
Place, this city, has added a dress de- 
partment—the second step in its pro- 
gram to transform its store into a 
woman’s specialty shop in which may 
be purchased a complete ensemble of 
outer wear. Bags and hosiery, of 
course, have been included for some 
time in the stock. More recently, a hat 
department was added and now come 
dresses. 


Good Pre-Easter Shoe Business 
[CONTINUED FROM PAGE 36] 


Russell Werner of Frank Werner, Inc., 
San Francisco: 


“Easter business, 6 per cent ahead 
of last year. Weather perfect. Women’s 
leather selling in following rotation: 
Brown kid, patent, black kid, blue kid 
and white kid. Patterns, sandals first, 
followed by pumps and oxfords. Fea- 
ture was the unusual demand for pat- 
ent leather and white kid.” 


Gude’s, Inc., Los Angeles: 


“Volume disappointing compared to 
last year. Colors sold, white big, fol- 
lowed by black, blue and _ brown. 
Leathers, kidskins, patents mesh fab- 
rics, white buck. In patterns, sandals 
big, followed by open throat ties, 
pumps, sandal pumps, step-ins and 
straps.” 


R. H. Fyfe & Co., Detroit: 


“Easter business off about 15 per 
cent in the Detroit district. Black kid, 
83 per cent; blue, 20; brown, 12; pat- 


NEW IDEA IN SHOEMAKING 








A new thought in shoe design and 
construction is illustrated in the above 
oxford pattern, which shows a type of 
shoe on which a patent has been 
awarded to Frank M. Bohr, now con- 
nected with A. H. Berry Shoe Corp., 
Portland, Me. 

The invention relates to boots and 
shoes and more particularly to boots 
or shoes of the cut-out type. It in- 
cludes a novel method of manufacturing 
and assembling. 

The invention covers a shoe, consist- 
ing of upper materials and a superim- 
posed application or layer of material, 
preferably of contrasting material or 
color, cooperating with the upper to 
produce a novel appearance as well as 
resulting in a stronger, more lasting 
and durable shoe. 

In a shoe of this kind upper ma- 
terials having an openwork design of 
predetermined configuration cut there- 
in are combined with a layer having an 
openwork design of similar predeter- 
mined configuration, the said two open- 
work designs cooperating to produce a 
desired finished appearance. 





O’Neil Co. Opens “Wigwam” 


AKRON, OHIO—One of the most 
unique juvenile shoe departments in 
this section of the State has been com- 
pleted and opened in the downstairs of 
the M. O’Neil Co. department store, 
and will be known as the Wigwam. 
The new department will specialize in 
Poll-Parrot shoes for boys and girls. 
On the occasion of the opening rc- 
cently, the store entertained several 
hundred kiddies and souvenirs were 
distributed. A special kiddies show 
was presented during the showing of 
the new line of footwear. New de- 
partment resembles a wigwam and has 
a special appeal to the younger visitors 
to the store. 





New Shop in Phoenix 


PHOENIX, ARIZ.—The Jacquelire 
Slipper Shop has formally opened her2 
at 8 West Washington Street. It is 
under the management of A. P. Kur- 
reiter. 











SHOE CO. 
@) CEDAR GROVE 
WISCONSIN 


ent, 5; reptile, 5. Patterns, ties first, 
pumps second, straps third.” 
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How to Make YOUR SHOES Step Up To 
BIGGER SALES 


Style may be of the smartest. Leather may be of the best. 
But the shoes you put in your window won’t keep their 
smart appearance, their elegant styling unless their form is 
correctly held. 


Flex-to-Fit Fairy Lasts make shoes look their best, make win- 
dow shoppers stop for a second look. Tree your models with 
Flex-to-Fit Fairy Lasts and notice the improvement in the ap- 
pearance of your merchandise. 


Fairy Forms are made for displaying all types of shoes, hosi- 
ery, or hosiery and shoes together. If your jobber cannot supply 
you, order from us. Write for all the facts about Fairy Forms, 


the first aid to correct shoe display. Note how the Flex-to-Fit Fairy Last sup- 
ports the strap and enhances the beauty 
of this smart model. 





SHOE FORM CO., Inc., AUBURN, NEW YORK 
The Flex-to-Fit 


Fairy Last con- 

tracts for easy 

4“ insertion into 

\ the shoe. When 

in the shoe it ex- 

pands, fitting 

: perfectly and 

LICENSED MANUFACTURING BRANCHES ‘ Dy ~~” treeing out all 


UNITED LAST CO., LTD., MONTREAL, QUE. wrinkles. 











Northampton Paris Frankfort Melbourne 
England France Germany Australia 





Unequaled for 
PRICE, QUALITY and IN-STOCK 
SERVICE 


Coming to NEW YORK? 


If so, come to the 
Victoria. In the 
very center of the 
city...yet quiet, 
restful. With a 
management that 
likes to make you 
comfortable. 


Connell still leads the field in values for 
medium priced riding boots, made of im- 
ported calf, on the latest English lasts, 
by expert boot makers, with immediate 
delivery from the largest in-stock de- 
partment in the country. 


THE 
CONNELL BOOT 
IN-STOCK 


DAILY RATES 


Single: $3 to 
Double: $4to $6 
Suites: $9 to $16 


The unusually large rooms . . . the 
cheerful, efficient service . . . com- 
bimed with exceptionally low rates 
for such quality .. . make the 
Victoria the outstanding hotel value 
in New York today! 


ICTORIA 


All rooms have pri- 51st Street and Seventh Avenue 
vate bath (tub. and 
shower), radio, servidor, New York City 


and circulating ice water. 
Under new management of DAVED B. MULLIGAN, | J. M.CONNELL 
Executive Vice-President 
FORMERLY OF THE WINDSOR HOTEL, MONTREAL. ALSO S H 0 E CO M P ANY 


OF CANADIAN NATIONAL HOTELS, WALDORF-ASTORIA SOUTH BRAINTREE “ | MASSACHUSETTS 








CATALOG ON REQUEST 


Oy 


For Greater N. Y. District 
METROPOLITAN SHOE SALES, Inc. wr 
144 Duane St., New York City \\) 

RS 


SS 
SY 
SY 
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SY 
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WHERE TO BUY 


Men's and Women’s 
Slippers 


~~ PNP es 





il li el 













QUALITY TURN 
D’ORSAYS 


On the Floor, all A 
. and C widths. Price Si-38 
FREEMAN-THOMPSON 

SHOE COMPANY 
St. Paul, M 














W. 8. CHASE & SONS, INC., 
HAVERHILL, MASS. 
Men's Full Leather Lined 
Handturned Siippers 
Priced from $1.85 
Kid Pullman Slippers 
colors and Black with 


Snap Pocket $1.50 
Zipper Pocket $1.70 








hl tel el Ee hi ee el el 


WHERE TO BUY 
Men’s Shippers 


i a i el 


Radio-Tyme House Slippers 
Genuine Hand Turned 
in-Stoek to Retail 
$3 to $5 















No. 1415—Tan 
Kid Everett 
$1.90 


No. 1405—Tan 
Kid Opera 
$1.90 








. B. EVANS’ SON CO., Wakefield, Mass. 
Descoscocccoccosoococess. 
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WHERE TO BUY 


W ooden Sole Footwear 


Oe! 





Le 


Sundip 
Sandals 


have a place in 
every smart girl's 
summer apparel. 












Lovely orchid, 
5 , yel- 

low, black, Royal 

Blue. 

Wide straps, narrow straps or an exclusive new 

lace model for the very chic. 

Extra Profit for the alert merchant. 

CATALOGUE NO. 4. 
REECE WOODEN SOLE SHOE CO., INC. 














< ON THE SELLING END » 


News of the Travelers and Sales Activities 








Brown Heads Indiana Travelers 


INDIANAPOLIS— 
At the annual 
election of offi- 
cers of the Indi- 
ana Shoe Travel- 
ers Association, 
the following 
were named for 
the ensuing year. 
Frank W. Brown, 
president; Fred 
A. Naegele, first 
vice - president; 
Homer Beals, 
second vice-pres- 
ident; Ernest C. 
Smeltzer, secretary-treasurer and A. F. 
McCord, assistant secretary. 

Directors were named as follows: 
H. O. Warren, Charles Foreman, W. W. 
Risher, George Hewitt and Mark My- 
ers. 

Preceding the election the usual 
noon luncheon was served in the club 
rooms, and an address by the presi- 
dent. A dinner, card party and dance 
was held in the Hunters Lodge at the 
Marott Hotel in the evening. 





Frank W. Brown 





Fast Flight 


NEw YorkK.—Eddie (Boots. Biel, of 
Colt Cromwell Co., Inc., New York, 
while traveling the wide open spaces, 
decided to spend the Easter weekend 


OBITUARY 


]. U. McAllister 


J. U. McAllister, prominent shoe 
traveler and for two years president of 
the Southwestern Shoe Travelers’ As- 
sociation, died recently at his home in 
Fort Worth, Tex., after an illness of 
about one year. He was born in Aber- 
deen, Miss., May 19, 1862, and moved 
to Fort Worth at the age of twenty. 
For some time he represented the T. D. 
Barry Co., formerly of Brockton, in 
the Southwestern territory, his most 
recent connection, however, having been 
with the Brown Shoe Co. of St. Louis. 
Surviving are his widow, Mrs. Mary 
Cornelia McAllister; a daughter, Mrs. 
Perry Hancock of Wichita Falls, Tex.; 
three sons, Captain Martin D. McAlI- 
lister, U. S. Army, Fort Leavenworth, 
Kan.; Thomas U., of Fort Worth; and 
J. E., of Mirando City; his mother, 
Mrs. C. M. Jordan, Aberdeen, Miss.; a 
half sister, Annie Jordan; and two half 
brothers, Charles and Daniel Jordan, 





Columbus, Nebraska 











also of Aberdeen. 
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cence 


with his family. Ed being an expe- 
rienced flyer, having taken one previous 
two dollar ride at a Long Island field, 
took a plane from Chicago to Newark 
Airport. The plane beat the sched- 
ule by thirty minutes getting Eddie to 
the Airport before his wife arrived to 
meet him. Ed wanting to greet somie- 
body got down and kissed the earth 
and said, “Gee, but I’m glad to see 
YOU.” 





Madden with Vulcan 


St. Lours—Jack Madden has joined 
the sales force of the Vulcan Corpora- 
tion’s St. Louis last plant, where he 
will be associated with the well-known 
manager, Bill Belcher. Mr. Madden 
formerly was with the International 
Shoe Co. style department. Prior to 
that he had styled lines for Brauer 
Bros. and Chouteau Shoe Mfg. Co., 
both of St. Louis. 





Lampe Joins Moulton-Bartley, Inc. 


St. Louis—William H. Lampe, for- 
merly a shoe manufacturer of St. Louis, 
has joined the sales force of Moulton- 
Bartley, Inc., St. Louis. Bill will cover 
New York State and large cities in the 
East such as Boston, Washington, Bal- 
timore and Philadelphia. His many 
friends in the trade wish him well in 
his new connection. 








Otto Froeschke 

LINTON, IND.—Otto Froeschke, 50 
years old, shoe dealer of this city for 
years, died recently in a hospital at 
Terre Haute after a short illness. He 
was a member of the city park board, 
an active worker in the Masonic and 
Elks lodges and a director of the local 
country club. He is survived by the 
widow and two children. 


Nathan N. Goldberg 

MoosuP, Conn.—Nathan N. Gold- 
berg, 61, who conducted a shoe and 
clothing store here for many years, died 
suddenly March 21 at his home. He had 
been forced to retire from business be- 
cause of poor health. His wife and a 
daughter survive him. 








John Breckweg 

LAFAYETTE, IND.—John J. Breckweg, 
partner with A. G. Wiosiefer in the B. & 
W. Shoe Company, died suddenly of a 
heart attack on March 24 at his home 
here. 

He was born Dec. 8, 1879, in this city, 
and after leaving St. Boniface School 
entered the shoe business, and has been 
located in the same site ever since. First, 
he was connected with John Fletemeyer 
and later with Edgar Goldsberry. 
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eee THE CYNOSURE OF 
English Oxfords WINDOW SHOPPERS 


Note: The lowest price at which a 
long wearing, fine quality and excel- 
lent fitting English shoe has ever 


to 

RETAIL istied pone: A sale exec sat- 

PROFITABLY ~ ie 
AT 


$ 50 ¢ | sun 
5 "IN STOCK 


2706—Brogue Oxford, Black Calfskin, superior bend English 
“ full leather lined, an outstanding shoe for style, fit, quality 
and wear. 
R-2707—Brogue Oxford, Brown Calfskin, detailed as above. 
R-2714—White with Black Wing Tip lace stay and quarter, 
full leather lined. The ideal shoe for summer wear 
R-2715—<As above with Brown trimming. 
R-2716—All White Wing Tip, full leather lined. This all white 
shoe is the season’s latest style advance. 

Also a Complete Line of Dress Oxfords 




















Samples on Request 


COLT-CROMWELL CO., Inc. 


1239 Broadway Ft: 1889s New York City 


911 So. Los Angeles St., Los Angeles, Calif. F O R S LIPP ER UPP ER S 


OST people are “eye-buyers.” 
itis The new colors and patterns of 
Central Section ZAPON attract the transient shopper 

Qorte; who is arrested by smart style and 


MONTCLAIR quality atmosphere. 
Room & Bath 


Tuband Shower Lexington Ave. Zapon uppers have colors to match or 
$3, to $5 49th to 50th St. blend with the richest pastel shades 
per day New York City of milady’s boudoir—and there are 


For 2 Persons ff New York’s newest and finest Horel sober tones to appeal to the man of 
$4 to $6 800 Rooms 800 Baths ines: nee 

Radio in Every Room 
pious walbfiom Grand Ce Matching the eye appeal of Zapon 
and most important commercial leather cloth for uppers is an innate 


centres, 1 shops _a' 
asec > pei ati quality for wear. The texture retains 
and Central Pa . os i 
only 2 short blocks away its rich finish under years of use. 
S. Gregory. Taylor, 

President 














per day 








Send for Samples 


THE ZAPON COMPANY 


A Subsidiary of Atlas Powder Company 


Oscar W.Richards 
‘Manager 


= 
Mek Sh sk wet a Sd 20 8 ot | 
S33 33n282 


























Stamford Connecticut 
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WHERE TO BUY 


Sport Footwear 


8 FE Er ee 


@€aTHCO 


GOLF SHOES 
Ne. 372—All sizes in stock 
immediate delivery. 
Write today for complete 
catalog of ATHCO Ath- 
letic Shoes. 








Athletic Shoe Co. 
914N. MarshfieldAve. 
Chicago, itt. 














BASS moccasin | .°5 





G.H.BASS & CO. wicron tame 


6 FF a 


WHERE TO BUY 


Growing Girls’ Shoes 


6 6 8 





AND 
IN STOCK 


IN STEP WITH YOUTH 


7365 — Patent Nelda 
Buckle Strap 11/8 
Covered Heel AAA-C 
2%-8. Price....$2.60 


7379—Patent Pamela 
Buckle Strap. 12/8 
Covered Heel AAA-C. 
3%-8. Price ...$3.00 


(Stock Terms: 5%— 
30 days) 





BURDETT SHOE CO. 
cane 


LYNN, MASS. 


hel he eh i i ee ie ee 


WHERE TO BUY 
Riding Boots 





RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 






Write for catalog, 








been given proper medical care in the 
majority of cases in the past two years. 
He believes that now is the time for all 
good shoe stores to emphasize the im- 
portance of specialty footwear to aid 
and correct subnormal feet. 


A number of lectures have been ar- 
ranged in industrial plants, together 
with foot inspection clinics. Workers 
are being urged to change their shoes 
twice a day while on the job to increase 
foot comfort and efficiency at work. 
Police, at roll-call, are to be read or- 
ders to the effect that all officers must 
have their feet examined during the 
week and must report in serviceable 
shoes, properly fitted, subject to exami- 
nation by the police doctor of the dis- 
trict. 

N. Hack of Detroit, Mich., suggests 
that during Foot Health Week every 
clerk fitting feet inquire as to the cus- 
tomer’s work or profession, for that is 
an important point in giving the cor- 
rect type of footwear best adapted to 
each customer’s particular kind of 
work. He says: “We advise for an out- 
door worker a different type of shoe 
than one worn by a mechanic whose 
job does not require any particular 
strain on his feet nor any possibility 
for extreme shoe abuse. After shoes 
have been worn for three or four hours, 
the feet expand within them so that 
the free blood circulation is more or 
less. restricted. When we know the 
man or woman’s occupation, we can 
perhaps correct the tired feeling, leg 
pains and nervous. exhaustion that 
comes from having the wrong shoe for 
the daily job.” 

The shoe industry has expressed its 
appreciation in many ways for the foot 
educational message paid for by the 
Metropolitan Life Insurance Company 
and published in all of the national 
magazines. Davil S. Hirschler of Hof- 
heimer’s, Inc., Norfolk, Va., made a 
perfect link-up of the national pub- 
licity with his store’s service. The ad- 
vertisement is herewith reproduced. 
It filled a newspaper page, with the 
exception of a column of text at the 
left. Here’s what he writes on the 
general subject of price and service: 

“We were so impressed with this 
page by the Metropolitan. It was right 
down our line of service and we went 
to a great deal of care and responsi- 
bility to carry a message still further. 
The educational text was most bene- 
ficial to every man catering to chil- 
dren’s footwear requirements. 

“As you know, for the past two years 
we have had a gradual decline in prices, 
to such an extent that we find mothers 
have been purchasing shoes for their 
children merely from the standpoint of 
price, failing to take recognition of the 
importance of having their children’s 
feet properly fitted. As long as shoes 
have an upper and a sole they feel 
that their children’s footwear require- 





Every Store, Everywhere, Can Join 
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ments are well taken care of. When 
the children are in a healthy condition 
and can romp and play to their heart's 
content they do not consider the serious 
trouble which may result from ill-fit. 
ting shoes, however, when there is re. 
action in the children’s condition and 
medical advice is sought the parents 
find in many instances that a great 
many ailments are caused by shioes 
which were not properly fitted. 

“I do think if more publicity were 
given to this feature it would without 
question help the retailer to remedy 
the present situation and keep the 
parents from endangering the health 
of their children by allowing them to 
wear shoes which are improperly fitted, 
I do not know whether you have the 
opportunity to shop the dollar chain 
stores but you unquestionably know 
that they devote counters to children’s 
shoes to retail at $1.00 per pair and 
mothers make their purchases only 
from the standpoint of size and price. 
The majority of children are so elated 
over the idea of having a new pair of 
shoes that they forget for the iime 
being the hardship and punishment 
they will suffer in wearing them, where- 
as if the proper consideration were 
given to selecting their shoes and see- 
ing that the correct length and width 
were bought the children would suffer 
no ill effects. The next prominence to 
orthopedics will come when due con- 
sideration is given to fitting children’s 
shoes.” 


Foot Health Week is open to every 
store, everywhere and applies to fitting 
service on all types of shoes, with par- 
ticular emphasis on orthopedic, cor- 
rective and feature shoes whose basic 
principle is “Foot comes first.” 

Our industry has an opportunity this 
week to stimulate the sale of specialty 
shoes and to render semi-professivnal 


_ service at a time when there is a na- 


tional interest therein. 





Leather Consumption up 25 Per Cent 


New YorK—A marked improvement 
is noted in the consumption of leather 
during the month of January, this 
year, according to figures appearing in 
the current statistical bulletin pub- 
lished by the New York Hide Exchange, 
the consumption of cattle hide leather 
during that month being more than 25 
per cent greater than during the pre- 
ceding month and slightly higher than 
January, 1931. 

The increased consumption is at- 
tributed to a much improved demand 
from shoe manufacturers, the consump- 
tion of leather in the manufactur. of 
other articles during the month show- 
ing a slight decline from December and 
January, 1931. 

It is also pointed out that the tiend 
in leather consumption is usually up- 
ward during January. 
























New Edition 


Shoe and Leather 


We are ready to take orders for at once 
delivery of the new and revised Shoe and 


Leather Lexicon. This hand 
the trade is in its sixth edition, 
000 copies now in use. 


Boot and Shoe Recorder 
New York, N. Y. 


239 West 39th St. 


Price 50 cents. 








Lexicon 


y book of 
over 100,- 











RACINE COUNTER RACK 


EYE ARRESTING— 
RACINE DISPLAY RACKS 


Customers like to look at— 
handle shoes. They like to 
value—compare. Let them at 
your shoes. Show them to sell 
them. . Racine racks perform 
this selling service. They are 
not expensive. 


Available in floor and counter 
styles. Varying sizes. Adjust- 
able. Simple lines. Sturdily 
built. Finished in rich black 
or walnut. Write for illustrated 
folder and prices. 


Imperial Bit and Snap Co. 
e Racine, Wis. 























MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








COMMONWEALTH AVENUE 
AT KENMORE STATION 
BOSTON, MASSACHUSETTS 


sl emore 


—in Boston 
The Kenmore 
Hotel 


for 
Real Hospitality and 
Comfort 


400 Rooms—400 Baths 
Each with Tub—Shower— 
Shampoo Spray — Circulat- 

ing Ice Water 

Ample Private Parking 

Space 
Let us send you our rate 
booklet. 





Cc. P. DODSON 
President 
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Relieve Tight Vamps 


on pumps and strap slippers; also ease 


vamp seams on men’s oxfords and women’s 


VAMP EASER 


Trade Mark 
Eliminates Binding at Instep 


Removes pressure from corns and _ bunions 
without stretching shoe elsewhere. No strain 
on stitching. 

This remarkable machine is sent on ten day 
trial to responsible merchants. 


Co. $341 Ferdinand St. 


Vamp Easer Chicago, Il. 





PRICE NOW ONLY $9.50 F.0.B. Chicago. 
Salesmen—Write for particulars 








Radio Party Clicks With Kiddies 
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responsible for building a_ splendid 
mailing list which we use frequently in 
promoting children’s shoes. 

“A few day’s in advance of a child’s 
birthday a letter is mailed suggesting 
that a new pair of shoes would be a 
splendid “gift to receive and if they 
bring the letter with them, a ten per 
cent discount will be given. This also 
appeals to the economical instinct of 
the parent. 

Other letters are sent out from time 
to time with some feature emphasized 
that will catch the child’s eye and at 
the same time interest the parent. We 
generally offer some free trinket which 
will attract the child. On birthdays we 
send a nice birthday greeting card. In 
every instance we address the child by 
its first name. The letters are com- 
posed to win a child’s interest. The 
language is a child’s language. As the 
message is addressed to juveniles, we 
want to talk to them in understandable 
words. 

“With radio as popular and far- 
reaching as it is, we feel that the pro- 
moting of the birthday party idea has 
concentrated an interest in our chil- 
dren’s department which has developed 
into sales in a very definite manner. 
We know it is one of the outstanding 
promotion events that we have done, 


‘especially as it ties the children in so 
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closely with our firm, even to the point 
of bringing them into the store itself.” 


Here are some typical letters used 
by The Guarantee in promoting 
children’s business: 


“Your birthday will soon be here, won’t it? 
Wasn’t it nice of me to remember? Here’s 
hoping you'll have a mighty good time on YOUR 
OWN DAY—and, that you'll have many more 
of them and that each one of them will be 
happy ones! 

“| have a HUNCH that you'd like new shoes 
for your birthday from THE GUARANTEE’S 
KIDDIE SHOP—now wouldn’t you? As NEW 
SHOES would certainly be a practical present, 
we believe even Mother and Dad will agree 
with you, and to help you get them—The 
Guarantee Shoe Company will make you a 
special reduction of ten per cent as a BIRTH- 
DAY PRESENT on the shoes you buy for that 
occasion. 

“I’m going to be looking for you real soon, 
don’t forget!” 


The following sales letter is signed 
by A. M. French as manager of The 
Kiddies Shop: 


“Next Saturday, March 29th, THE KIDDIES 
SHOP will have a special sale on boys’ shoes. 
These shoes are regular $5.00 values and are 
going to be reduced to $3.95. Just think of it. 
a saving of $1.05 and they are the best looking 
sport shoes you ever saw, in combinations of 

[TURN TO PAGE 66, PLEASE] 


























BOOTS AND SHOES 


Adams Bros., Pittsfield, N. H 
Alden, C. H., Co., Abington, Mass 
Athletic Shoe Co., Chicago, Il] 
Ault-Shackford Shoe Co., Auburn, Me 


Bancroft-Walker Co., Boston, Mass 
Bass, G. H., & Co., Wilton, Me 


Ben & Sally Theatrical Footwear, 
New York City 


Blog Shoe Findings Co., New York City.. 
Brauer Bros. Shoe Co., St. Louis, Mo 
Brooks Shoe Mfg. Co., Philadelphia, Pa.... 
Burdett Shoe Co., Lynn, Mass 


Inc., 


Capezio, New York City 

Chase, W. S., & Sons, Haverhill, Mass. 

Clapp, Edwin, & Sons, Inc., E. were, 
Mass. 


Colt-Cromwell Co., New York City 


Comme, J. M., Shoe Co., South Braintree, 
Mass. 59, 6 


Dun Deer Sandals, Inc., Auburn, N. Y 
Dunn & McCarthy, Inc., Auburn, N. Y...40-4 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 52 
Edwards, J., & Co., Phila., Pa 4th Cover 
Evans’, L. B., Son Co., Wakefield, Mass... 60 
Fein & Glass, Inc., Reading, Pa 

Freeman Shoe Corp., Beloit, Wis 
Freeman-Thompson Shoe Co., St. 


Gilbert Shoe Co., Thiensville, Wis 
Green Shoe Mfg. Co., Boston, Mass 


Ideal Baby Shoe Co., Danvers, Mass 


Keith, Geo. E., Co., Brockton, Mass 
Krippendorf-Dittmann Co., Cincinnati, Ohio. 23 


Laird, Schober & Co., Philadelphia, Pa.... 27 


McElroy-Slean, St. Louis, Mo 
Musebeck Shoe Co., Danville, Ill 


Nettleton, A. E., Syracuse, N. Y 
Nunn, Bush & Weldon Shoe Co., Milwaukee, 
Wis. 4 


Old Colony Shoe Co., Brockton, Mass 
Packard, M. A., Co., Brockton, Mass 


Reece Wooden Sole Shoe Co., Columbus, Neb. 60 
Richards & Brennan Co., Randolph, Mass.. 52 
Roberts Johnson & Rand, St. Louis, Mo.... 33 
Roth Shoe Co., Philadelphia, Pa 56 
Shaft-Pierce Shoe Co., Faribault, Minn.... 





A BUYING GUIDE TO 
OUR ADVEIATISZERY 


IN THIY 


IYSUE © 





Smith, J. P., Shoe Co., Inc., Chicago, Ill... 5 
Stacy-Adams Co., Brockton, Mass 
Stetson Shoe Co., Inc., So. Weymouth, Mass. 35 


United Shoe Mfg. Co., St. Louis, Mo 
Vaughan-Towle Shoe Co., Wakefield, Mass.. 54 


Wiswell-Treanor Shoe Mfg. 


Grove, Wis. 


United States Rubber Co., New York City., 
Front Cover 


LEATHER AND OTHER MATERIALS 


Deauville Import Corp., New York City... 
Evans, John R., & Co., Camden, N. J 

Levor, G., & Co., Gloversville, N. Y....... 2-3 
Ohio Leather Co., Girard, Ohio 

Tanners’ Council of America, New York City 46 


Zapon Company, Stamford, Conn 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Spaulding Fibre Co., No. Rochester, N. H., 
3rd Cover 


United Last Co., Boston, Mass 
United Shoe Machinery Corp., 


SHOE ACCESSORIES 


Mitchell Mfg. Co., Portsmouth, Ohio 


Miller, O. a Treeing Machine Co., Brock- 
ton, Mass. 


Shoe Lace Co., Ltd., Providence, R. I 
Vamp Easer Co., Chicago, Ill 


SHOE STORE EQUIPMENT 


Imperial Bit and Snap Co., Racine, Wis... 
Shoe Form Co., Auburn, N. Y 


MISCELLANEOUS 


American Weekly, New York City 

Hotel Kenmore, Boston, Mass 

Hotel Montclair, New York City 

Hotel Victoria, New York City 

Industrial Club of St. Louis, St. Louis, Mo. 
Kirsch-Blacher Co., New York City 
Orthomec System, Boston, Mass 

Simon, I., Co., New York City 

Whitman Publishing Co., Racine, Wis 


Radio Party Clicks with Kiddies 
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black and white and two shades of tan with 
leather or rubber soles. There are also a few 
all over black calf and all over tan. 

“I am sure you will want a pair of these g:od 
looking shoes, specially Easter being so close. so 
I am letting you know ahead of time so you may 
make a good selection while the sizes are com- 
plete. | am sure Mother and Dad will like to 
take advantage of this wonderful saving.” 


Another sale announcement reais: 


“Saturday, April 5th, is YOUR DAY at the 
KIDDIE’S SHOP! 

“ONE DAY special sale, just for you and our 
other little girl friends whose names appear on 
our mailing list. This sale won’t be advertised 
in the papers and even you cannot get the sale 
price (which is ten per cent discount on your 
purchase) unless you bring this letter with you. 

“You may simply select any shoe you like— 
then give this letter to the salesman who waits 
on you and you will get your discount.» And— 
be sure you don’t forget—ask whoever waits on 
you for a FREE EVER SHARP PENCIL! It has 
a long ribbon on it—long enough to go around 
your neck so you won’t lost it, too. 

“Now be sure you remember SATURDAY, 
APRIL 5th, is YOUR DAY! Maybe—you'd 
better tie a string around your finger so you 
won't forget.” 


Shoe Art Salon at Boston Fair 
[CONTINUED FROM PAGE 28] 


The board of directors includes the 
officers and the following: Albert N. 
Blake, Alfred W. Donovan, Carl F. 
Danner, Herbert T. Drake, William L. 
Knipe, D. Frank Quigley and Edric R. 
Taylor. 

The management of the Fair makes 
a special appeal to the New England 
industry to use the official hotel as co- 
operating exhibitors. 


Goodger Takes Over “Happytoz” 


ROCHESTER, N. Y.— Happytoz, Inc., 
launched as a jobbing concern, last 
week was united with the Goodger 
Shoe Corporation, new manufacturing 
company launched by Willard C. Good- 
ger and E. J. Fowley, former superin- 
tendent for LaLonde & Clarke, named 
superintendent. 

The Goodger concern will make and 
distribute Happytoz infants’ shoes, de- 
veloped by Goodger before his previous 
business was sold at a bankruptcy sale. 
The Wilmar Shoe Company, another 
enterprise in which Goodger is inter- 





ested, is operating. 
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